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How To Take a Pension Case 
in Stride 


PENSION cases sometimes have a way of looking formidable—even when the prospect 
gives the agent a green-light vote of confidence and says ‘“‘Here’s roughly what we’d 

like to do; you make the recommendation.” That’s what happened to agent D. O. a while 
back, but far from having a lump-in-throat and a knocking of the knees, he felt certain 
he’d come up with a winning formula, thanks to superb Home Office—field cooperation in 
pension planning. Here’s how the case shaped up: 


The client agreed to invest X number of dollars in a pension plan. Because he 
already had a group life plan on his employees, he didn’t want to emphasize the life 
insurance factor to the extent of -he usual $1,000 coverage for each $10 per month pension. 
That posed no special problem, sinze NWNL now guarantees settlement option 
rates up to $30 of monthly pension per $1,000 death benefit. 


Far tougher to solve—except for the ever-ready help of NWNL’s Pension & Tax 
dep: :tment—-were a lot of tailor-made features required to make certain the client would 
have a plan that he could live with for many years. One by one these were spelled 
out and the proposal] transmitted to the agent. Back came word that careful handling 
had paid off. The proposal was accepted. Then the agent was promptly furnished with all 
materials necessary to enable the client’s attorney to put the plan into operation. 


Result: Agent D. O. completed a satisfying pension sale and received top commissions 
which this year and for many years ahead will be a welcome ‘“‘bonus” on top of his 
normal earnings. It’s happening every day, not only to NWNL agents but to brokers, too. 
Next time you as a broker get a line on a pension case that requires a technical assist, 
call the nearest NWNL agency or contact our Pension & Tax department directly. 
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—says Tracy Prater who paid for 
293 cases (214 A&S—79 Life) in 1956 


Tracy Prater is a topnotch Tucson salesman . .. as evidenced by his record. For, in 
addition to his productive 1956, he paid for more than 300 cases (A&S—Life) in 
both 1954 and 1955. 


“But permanent success is more than just being a good salesman,” 
Tracy will tell you. 


“It’s the marriage of sales know-how and the right quality product 
. . » backed up by a claim record only associated with a policy- 
holder’s company. For, in the final analysis, what is best for the 
policyholder is best for me. And that is what counts! 


“Outstanding policies ... a good awards program—company 
training schools, sales conferences, persistency bonus . . . and a 
real feeling of teamwork between the Field and the Home Office 
reflecting the kind of relationship made possible by a company of 
its size . . . these are some of the things which make Paul Revere 
my kind of company.” 


Thanks to Tracy Prater—and career underwriters like him—1956 was another year 
of substantial Paul Revere growth. Moreover this was a growth which reflects ex- 
panding opportunities for everyone in the Paul Revere family. And it’s the reason 
why many career underwriters are attracted to Paul Revere as a company interested 
in their personal progress. 
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N. Y. State Agents 
Fight Less-Stringent 
Group Limit Bill 


Back 20/40 Model; Fear 
Mitchell-McMullen Plan 
May Invite Federal Control 


ALBANY—New York State Assn. of 
Life Underwriters has come out strong- 
ly against the Mitchell-McMullen bill 
for limiting the per-life amount of 
group term insurance and is backing 
the Cooke-Travia bill, which follows 
the National Assn. of Insurance Com- 
missioners 20/40 model. 

In a memorandum to members of the 
legislature, the association says the 
Mitchell-McMullen bill, while provid- 
ing for a limit of two times annual sal- 
ary without a ceiling, “it then makes 
an exception for all group pension 
cases where this limit may be exceeded, 
and further provides that the super- 
intendent of insurance may set aside 
the limit in any group policy where 
sufficient data is offered requesting it.” 

The memorandum also says that 
“many believe the adoption of the 
Mitchell-McMullen bill will be a major 
step in inviting the federal government 
into New York state to regulate the 
life insurance business. The same would 
apply if no action is taken by the New 
York legislature on this problem this 
year... If the key state of New York 
fails to join in a reasonable uniform 
limit, equity between small and large 
businesses will encourage congress to 
intervene in the issue ... Further delay 
will only see installed more plans be- 
fore the lid is put on and then the law 
cannot be made retroactive.” 


1958 NAIC Meeting 
to Be at Chicago 


National Assn. of Insurance Com- 
missioners has accepted an invitation 
of the Illinois department to hold its 
1958 meeting in Illinois. The meeting 
will be in the Conrad Hilton hotel, 
Chicago, June 9-13. It will be the first 
time the association has met in Illinois 
since 1952. 


N. Y. City Assn. Sounds 


out Members on Bank-Loan 


NEW YORK—The New York City 
Life Underwriters Assn., which has 
dissented from the expressed view of 
the national association that bank-loan 
life insurance should be opposed, has 
written its members asking them for 
their viewpoint on this controversial 
question. Accompanying the request 
was a statement by Harry K. Gutmann, 
Mutual of New York, national commit- 
teeman of the city association and 
chairman of its committee appointed to 
Study the bank-loan problem, giving 
the background of NALU and New 
York City association actions on the 
bank-loan question. The New York 
City association has taken the position 
that there are situations in which the 
bank-loan plan is entirely appropriate 








and hence it should not be categorical- 
ly rejected. 


Western & Southern 
Elects Williams, | 
Sattord to New Posts 


CINCINNATI—William C. Safford, 
executive vice-president since 1950, 
was elected president of Western & 





C. M. Williams W. C. Saford 


Southern Life this week, and Charles 
M. Williams, who has been president, 
became chairman. Directors also ap- 
proved an addition to the home office 
building at an estimated cost of $2.5 
million. 


Insurance superintendent of Ohio 
in 1928, Mr. Safford joined the West- 
ern & Southern organization in 1932 
as vice-president of Western & South- 
ern Fire and Western & Southern In- 
demnity. When these companies with- 
drew from business, he entered into 
the management of the life company 
as vice-president and has played an 
ever-increasing role in its operations. 
A native of Columbus, Mr. Safford at- 
tended Aquinas college there and aft- 
er military service in the first war, 
entered the Ohio insurance depart- 
ment as an examiner, rising to deputy 
superintendent before his appointment 
to the top post by Gov. Donahey. At 
that time, he was the youngest com- 
missioner in the country. 

Mr. Williams succeeded his father, 
the late Charles F. Williams, as presi- 
dent in 1950, having been executive 
vice-president since 1939. Western & 
Southern has shown tremendous 
growth during his administration, ab- 

(CONTINUED ON PAGE 28) 
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Brooks Tells How 
He Made $2 Million 
in ICT Transactions 


AUSTIN—Transactions that yield- 
ed a “profit of about $2 million” for 
Pierce P. Brooks, chairman of Na- 
tional Bankers Life of Dallas, were 
outlined by Mr. Brooks in recounting 
deals with former officers of the now 
defunct ICT of Dallas at a hearing 
in Austin before a special house in- 
vestigating committee. 

The deals involved the sale and re- 
purchase of National Bankers’ stock, 
acquisition of various securities, and 
the sale of the ICT office building in 
negotiations with BenJack Cage, head 
of the management firm of Jack Cage 
& Co., which operated ICT. 

Testimony about the transactions 
also was given by James G. Cage, 
ICT president for the last year, who 
in addition asserted that J. Byron 
Saunders, former chairman of board 
of insurance commissioners, was “fully 
aware” of the company’s plight as a 
result of mumerous' conversations 
throughout the year. One bit of in- 
formation that Mr. Cage said he 
passed on was that Mr. Brooks held a 
$400,000 lien on the company’s stock. 

Mr. Brooks, in his testimony, said 
that he had sold 9,918 shares of Na- 
tional Bankers Life stock to Jack Cage 
& Co. in three lots, getting about $1,- 
000 a share in two of the transactions 
and $500 a share in the third in order 
to level out the sales at about $600 
per share. 


Members of the house committee 
showed interest in purchase of the 
ICT building by National Bankers 
Life for $2.7 million and a sale of 1,480 
shares of the life company’s stock for 
$1.4 million at about the same time. 
Mr. Brooks said that these two deals 
with the Cage firm were not inter- 
locking. In another deal, it was dis- 
closed, National Bankers Life bought 
various stocks and notes from ICT 


amounting to $1,564,515. Mr. Brooks 
(CONTINUED ON PAGE 28) 





Late News 


Bulletins... 





LITTLE ROCK—A bill modeled on the Robinson law of Texas, requiring in- 
surers to invest in Arkansas 75% of their reserves on Arkansas business has been 
withdrawn by its sponsor, Sen. Melton, after it had passed the senate. He said 
Gov. Faubus’ has asked him to withdraw it for fear it would cause insurers to 
take their investments away from Arkansas. 

The bill was originated by the state industrial development commission in 
the hope it would cause out-of-state insurers to buy more bonds in the state 
and so aid the industrilization of Arkansas. 


Suggests Extending FTC Powers 
WASHINGTON—Apparently sensing that the courts may have a different 
idea of Federal Trade Commission jurisdiction over A&S advertising than the 
FTC itself, Rep. Wolverton of New Jersey has suggested that Congress consider 
legislation to give it that authority. The suggestion was made as Rep. Wolver- 
ton’s interstate commerce committee held its annual review of FTC operations 


and administration. 


Chairman Gwynn of FTC stated that in his opinion the McCarran act does 
limit FTC’s jurisdiction in the A&S insurance field, and that if Congress wants 
FTC to function in this area it will have to change the McCarran act. 
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Mutual Benefit 


Giving Priority to 
Pricing Problem 


Solution to Be Fair to All 
Policyholders, President 


Palmer Tells Agency Heads 
By ROBERT B. MITCHELL 

Mutual Benefit Life has a “priority 
program” the finding of an answer to 
the policy pricing 
problem that 
will be consistent 
with the “tradi- 
tional philosophy 
of equity to all 
classes of policy- 
holders and mu- 
tuality in principle 
as well as in 
name,” President 
H. Bruce Palmer 
announced at the 
annual meeting of 
Mutual Benefit 
general agents held at the Boca Raton 
Club, Boca Raton, Fla. 

Mr. Palmer did not indicate what the 
solution might turn out to be, but the 
issuance of “special” policies would be 
a good thing to bet against, judging 
from Mr. Palmer’s past utterances and 
the prevailing sentiment among the 
general agents. That he hasn’t receded 
from his stand may be gathered from 
this statement to the general agents: 


H. Bruce Palmer 


“There is, of course, always present 
a temptation to lessen quality to gain 
in cost competition. Courage is needed 
to increase quality when price compe- 
tition becomes acute. We have had that 
courage and with it no lessening of 
pride in what we have and will contin- 
ue to stand for as right and best for 
the policyholder, the agent, our indus- 
try, and our company.” 

Besides hearing Mr. Palmer’s talk, 
the general agents: 
e Greeted with enthusiasm the re- 
vised and strikingly redesigned policy 
contract. 
e Hailed numerous award winners, 
led by Laurance W. McDougall of 
Cleveland, who won the president’s 
trophy for having the best all-’round 
agency for 1956. 
e Heard home office officials talk on 
additional evidence proving the riski- 
ness of hiring men under pressure of 
current debts; on the dangers of infla- 
tion; on the surprising increase in avi- 
ation death claims; the life insurance 
legislative outlook at Washington; on 
the substantial savings from the com- 
pany’s cost control program; on an ef- 
fective method of selective group mer- 
chandising, and on a new district 
agency development program to ex- 
ploit the market possibilities near gen- 
eral agency cities. 
e Listened to panel discussions on es- 
tablishing career agents and on agency 
department activities, and took part in 
three concurrent round tables on re- 
cruiting and _ selection. 
e Heard a talk by President Holgar J. 

(CONTINUED ON PAGE 26) 
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Premium Payment Plan Chicago Life & Trust Council Told Security-Conn. Lite 


Massachusetts Mutual has _ intro- 
duced the “triple M plan” for monthly 
payment by preauthorized checks of 
premiums under old and new policies, 
except pension trusts, personal securi- 
ty and government allotment plans. 

If a policyholder wishes to partici- 
pate in the plan, he must have a regu- 
lar checking account in a bank willing 
to cooperate with the plan, authorize 
the company to issue monthly checks 
in the amount of his premiums against 
his checking account, authorize the 
bank to honor the checks and absolve 
the bank from liability. Massachusetts 
Mutual provides the bank with a broad 
indemnity. 

The plan permits the premiums un- 
der company policies of insured and 
his family to be combined for collec- 
tion through a single monthly check, 
providing the check totals at least $10. 
The policyholder is given a checkbook 
stub reminder to help him remember 
to deduct the amount of the check 
from his bank account each month. 
The plan’s streamlined accounting pro- 
cedures make possible a monthly rate 
equivalent to one-sixth of the regular 
semi-annual rate. 

The plan is expected to produce 
more and larger individual sales and 
improve persistency. A full year’s com- 
mission is payable to agents at the 
time of the first premium payment in 
each policy year. Company savings will 
result from having “triple M” checks 
prepared in and entered for collection 
from the home office each month and 
from the elimination of premium no- 
tices to policyholders and status re- 
ports from the agencies to the home 
office. 





IBM Names Trullinger Special 
Industry Manager in Midwest 

International Business Machines 
Corp. has appointed Robert E. Trul- 
linger manager of special industry de- 
partments for the midwestern region. 
He will supervise activities of special 
representatives in life insurance and 
other industries. He has been manager 
of the Evanston, III., sales office. 

J. J. Melick, manager in Moline, has 
been named controller for the region 
with responsibility for financial oper- 
ations. 


John K. Langum, Chicago economic 
consultant told the February meeting 
of Chicago Life Insurance & Trust 
Council that an economic recession of 
rather sharp proportions is very pos- 
sible during 1957, and if it comes, he 
said, it probably will extend over into 
1958. Mr. Langum, who is a former 
vice-president of the Federal Reserve 
Bank of Chicago, said that a 1957 re- 
cession, probably to be longer in dura- 
tion than the recessions of 1949 and 
1954, will be something stronger than 
what could be called a “rolling re- 
adjustment.” However, Mr. Langum 
emphasized that there is no “black 
disaster’ on the economic horizon nor 
is there any likelihood that the coun- 
try will face a major depression simi- 
lar to the 1929-1933 era. Nor is it like- 
ly, Mr. Langum said, that the country 
will experience an economic dip as 
great as the “little” depression of 1937. 

Mr. Langum said that the economy 
of this country is “fabulous” and will 
continue to be so, but warned that too 
much emphasis is put on growth alone 
as an avenue to prosperity and prob- 
ably not enough emphasis on business 
cycles, which he said have been modi- 
fied but are not yet dead. 

Mr. Langum said growth has been 
phenomenal in this country since the 
country’s very beginning and shows 
every signs of continuing, but cau- 
tioned that growth is a tricky gauge 
to prosperity. He said growth follows 
an uneven pattern and varies from 
state to state and region to region and 
even among age groups. Mr. Langum 
indicated that growth, in the long 
haul bolsters prosperity but does not 
rule out occasional recession or de- 
pression. 

Mr. Langum said the business cy- 
cle is now on the down turn. He 
said industry is pretty much in a peri- 
od of liquidation of inventories instead 
of accumulation of inventories. He 
said department store sales have fall- 
en off slightly already this year and 
that new _ residential building has 
taken a sharp drop. He said the cur- 
rent tight money situation probably is 
not entirely responsible for the less- 
ening in consumer activity. He said 
even if money becomes easier, it may 
become evident that the demand for 
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credit money is not as big. Mr. Lan- 
gum said that after all the consumer 
is still the kingpin and he (the con- 
sumer) may realize now that he is in 
debt enough. 

Mr. Langum does not regard the 
threat of inflation as too terrible a 
peril to the economy. He said he ex- 
pects that prices will continue upward 
slightly in the future but argued that 
this country is not now on a one-way 
binge of inflation. He said inflation 
hasn’t been bad except for during 
World War II and during the Korean 
conflict. He said he doesn’t expect in- 
flation will be too bad in the future 
unless another global conflict is 
started, and then he said the problem 
of survival will be much greater than 
one of inflation. As for inflation, Mr. 
Langum pointed out that dollars in 
circulation in relation to the gross na- 
tional product are at a record low— 
51 cents for each $1 of gross national 
product. This situation, he said, cer- 
tainly doesn’t have the underpinnings 
of inflation. 


Ind. Life Assn. Lists 


Action Agents Want 


The three things the average life 
insurance agent in Indiana would like 
to see are more stringent laws on the 
formation of new companies, tighter 
agents’ licensing laws, and an ade- 
quate budget for the state insurance 
department. 

These three points were brought out 
in reports of the state association’s 
four regional vice presidents at an ex- 
ecutive committee meeting in Indian- 
apolis. The vice-presidents recently 
completed visiting all locals in the 
state. _ 

Primary purpose of the visits of the 
vice presidents was to push a three- 
point state program involving promo- 
tion at local level of the caravan sales 
congress, April 4-6; statewide life in- 
surance week, the week of Mar. 31; 
and membership. 

Membership goal for the state, an- 
nounced by E. E. Verdon, Life of Vir- 
ginia, Evansville, is a 10% increase 
over 1956. A local-by-local report from 
the vice-presidents indicated the goal 
is within reach. 





B. J. Saunders Named to 


Republic National Board 


The board of Republic National Life 
has named J. Byron Saunders, vice- 
president and general counsel, a di- 
rector and has approved a dividend 
of 20 cents a share to stockholders of 
record on March 20. All officers of the 
company were also re-elected at the 
board meeting. 


Security Mutual Holds 


General Agents’ Parley 


Security Mutual Life of Binghamton 
held a 2-day meeting for 46 of its mul- 
tiple line general agents. This meeting 
of field and home office. management 
will be an annual function. 

A meeting will be held at Bal Har- 
bor, Fla., next October in addition to 
the regular company sales convention 
held at some place other than the 
home office. 

President Richard E. Pille told how 
short and long range objectives and 
how teamwork could accomplish the 
objectives which he outlined. He re- 
ported on policies, product improve- 
ment programs and territorial expan- 
sion plans which will accomplish these 
objectives. 

A new small group program for 
firms with 10-24 employes and guaran- 
teed renewable hospital coverage were 
introduced. 


general agent at New Haven and qj. 
rector of agencies 
of Aetna Life, hag 
been elected pres. 
ident of Security. 
Connecticut Life 
Security Ins. Co, 
and Connecticyt 
Indemnity. He 
succeeds Norton 
Simon, Los Angel. 
es financier, who 
served temporarily 
as president for 
two months after 
the retirement of 
Peter J. Berry, 

Robert E. Aker 
was promoted from superintendent oj 
agencies to vice-president of Security. 
Connecticut Life to be in charge of life 
operations. Lester C. Layman, execy. 
tive vice-president of security and of 
Connecticut Indemnity, was named 
vice-president of Security-Connecticut 
Life to help implement the multiple 
line operations. Edgar J. Doolittle Jr, 
executive vice-president of Security, 
has resigned to join Mr. Simon’s staff 
in Los Angeles but will remain a di- 
rector. 





G. Albert Lawton 





W. Va. Agents Study Value 


of Reading Trade Papers 


Wheeling (W. Va.) Life Under- 
writers Assn. recently completed a 
successful life insurance magazine 
clinic which drew an attendance of 52 
members to explore the value and ne- 
cessity of reading insurance trade 
magazines. The event also proved to 
be a good publicity getter for the 
Wheeling association. The Wheeling 
News-Register ran a three-column pic- 
ture of the magazine display set up 
for the clinic. THE NATIONAL UNDER- 
WRITER contributed to the display. 

F. C. Zeh, Bankers Life of Iowa, is 
vice-president and program chairman 
of the Wheeling association.- Other of- 
ficers are William A. Abraham, presi- 
dent, and James L. Christopher, secre- 
tary-treasurer. 

Managers Must Set Good 
Example in Association Work 

John N. Mathis, managing director 
of Texas Assn. of Life Underwriters, 
told Austin Life Managers Club that 
the managers must lead the way in 
bringing agents into association work. 
He said, “If the managers show no in- 
terest in association activity you can’t 
expect the agents to do so.” Mr. Math- 
is charged the managers to go out and 
work toward doubling the size of the 
Texas association which now has 4,000 
members. He said it takes a large, fi- 
nancially-backed organization to com- 
mand the respect of legislators. 





Michigan Life Expands Board 

Michigan Life at its annual meeting 
at Royal Oak elected five new direc- 
tors, four of them whom hold director- 
ships in Nationwide companies. These 
four are George H. Dunlap, chairman 
of Nationwide Corp.; Perry L. Green, 
chairman of Nationwide Life; K. 
Myron Hickey, Nationwide Corp. direc- 
tor, and Harry Metzler, director of 
Nationwide Ins. Cos. The fifth new di- 
rector elected is John F. Langs, a De- 
troit lawyer. Nationwide Corp. recent- 
ly bought majority stock interest in 
Michigan Life. 





Secretaries to Meet June 3-4 

Executive secretaries of state and 
local associations of life underwriters 
will hold their 1957 meeting June 3 
and 4 at Washington, D. C. Another 
conference may b eheld in the far # 
midwest later in the year. 
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1956 Sales in N.Y. 


All figures are ordinary unless des- 
ted G for group or I for industrial. 
New business figures include revivals 
and increases as well as new business 





paid-for. 
New — In _ 
(G) 227,228,354  1,331,523,000 
Amalgamated __........ 750 356,500 
(G) 13,229,000 163,031,000 
American Life ....... New company— 

I Perio 64,952,297 
er: a * S . ’ 
ae ca” eee een 
ers SecuF 1309 5. 716, 

wo, 106,309,596 74,626,076 
Berkshire — -..----sssere 20,499,808 13,916,076 
Canada Us. Br. ...... 26,652,722 86,713,142 
(G) 2,033,500 3,571,000 
CRUTCH seesssessesssereseees 413,374 667, 
Colomial — ....sssssseeseesene 12,671,029 69,240,196 
(G) 935,500 1,261,500 
(PD 2,634,778 27,277,992 
Columbian Mutual 4,640,948 16,920,115 
(G) 73,000 238,01 
(I) 12,111,891 61,696,458 
Columbian National 19,481,686 113,012,735 
a 7,349,840 1253, 
(I) — 
Companion 10,220,712 39,851,139 
(G) 24,044,448 100,650,900 
Confed. US. Br. ..... 378,6: 5,655,598 
(G) 1,319,007 1,470,568 
Conn, General ........ 17,777,911 519,099,675 
75,887,805 799,292,6' 
Conn. Mutual .......... 60,375,129 496,792,565 
Continental Amer. 23,006,217 139,403,851 
Continental Assur 75,390,878 359,805,579 
(G) 80,498,730 245,014,481 
WUAREE. ©“ sccsessccscesenseseoees 1,528,784 1,264,182 
(G) 20,745,601 18,618,349 
Eastern — ....ecssesssssssseree 11,071,337 64,106,857 
(G) 7,607,252 12,249,308 
Empire State .......... 6,238,822 38,263,077 
(G) 6,556,737 7,031,998 
(I) —_—_ 1,581,281 
Equitable Society 223,322,006 2,187,659,533 
(G) 283,210,243  2,163,164,78! 
Equitable, Ia. ..... = 6,645,791 63,100,173 
( 
Expressmen’, We) Seas 471,680 8,295,598 
Farm Family _......... 12,002,292 31,564,948 
Farm, & Traders 4,373,4 59,733,123 
Fed. L.8cC.  .....ecsseee 5,619,665 19,497,552 
(G) 3,514,164 4,002,157 
Fidelity Mutual _.... 11,154,490 109,754,618 
Guardian 56,072,872 477,81 
535,250 10,650,070 
Home, N.Y. cessssssesee 38,088,255 327,095,812 
(G) 20,323,152 88,159,846 
Imperial, US. Br. .. 153,694 3,495,996 
John Hancock ......... 357,269,160 2,185,057,540 
G) 110,103,713 564,672 
(I) 63,700, 841 616,684,872 
Loyal Protective 460,628 1,557,511 
260,198 
Lutheran Mutual .. 1,695,545 9,069,650 
Manhattan... 457,377 220,269,599 
(G) 36,972,017 110,931,929 
Mass. Mutual ........... 97,583,747 701,770,093 
(G) 20,761,590 202,199,176 
Metropolitan _........... 852,227,110 6, 445,615, 414 
(G) 677,700, 4,489,699,837 
(I) 20,785,615 1 369,105,39 
Monarch, Mass. ....... 12,492,975 2,843,140 
(G) 234,000 2,176,348 
Mt. Vernon Life .... 20,452,472 43,321,458 
(G) 682, 182,093,670 
Mutual Benefit Life 67,490,556 660,987,754 
Mutual of N.Y. ...... 67,236,721 762,226,441 
G) 41,252,288 87,455,075 
Mut. Can. US. Br. 835,517 3,727,733 
Mutual Trust 127,962,259 
National, Vt. 275,838,724 
Nationwide __............ 110,941,230 
(G) 14,524,332 
New England Mut. 122,220,061 759,228,125 
(G) 251,936 68,982,377 
New York Life ...... 323,606,375  2,173,752,464 
) 88,654,473 365,367,738 
No. American Re. 32,507,700 131,451,000 
(G) 7,205,677 7,297,117 
Northeastern. __.......... 394, 3,948,342 
Northwestern Mut. 54,984,964 822,678,154 
Old Rep. Credit 171,291 6,167,697 
(G) 18,123,185 109, 
TEMERMED. —  conscscesesecesosseese 7,783,490 57, 
(G) 20,275,847 48,317,705 
Paul Revere .......... 5,889,793 27,930,655 
) 6,624,1 397,570 
Penn, Mutual ... 73,931,226 501,894,050 
Phoenix Mutual 241,277 333,162,925 
Postal © aceccecscseseess 886,581 115,594,883 
) 15,827,468 23,687,038 
Prov. Life & Cas .... 126,500 257,400 
11,417,409 41,374,150 
Provident Mut. ...... 31,681,436 259,782,960 
) 1,243,695 1,406,514 
Prudential _................ 955,248,829  6,023,344,060 
(G) 539,997,311 2,553,116,329 
(I) 67,598,379 261,066, 
Security Mut., N.Y. 34,759,342 207,928,708 
(G) 9,533, 4,842,9 
State Mutual .......... 33,990,978 281,795,672 
(G) 61,739,644 175, 434,148 
Teachers .......cccccseccssese 12,154,819 45,905,568 
Travelers o.ccccccssssssvee 106,809,961  1,153,650,676 
: (G) 393,338,228 2,864,922,886 
Union Central. ........ 240,834 ,388, 
(G) 38,185,800 116,376,819 
Union Labor ........0 3,258,406 15,031,154 
(G) 53,270,888 177,604,319 
Union Mutual soak 9,310,433 oS eae 
) +386, 23,510,326 
United Mutual ........ 2,597,802 15,956,513 
U r (I) 2,033,466 11,261,148 
ae 55,181,044 265,967,874 
Vi 68,022,766 265,967,874 
ctory Mutual ....... 3,720,328 21,410,329 
z None None 
UICH a. sesssssssssseescenee 21,000 40,500 
(G) 3,864,433 8,714,450 


New Business’ In Force 
$ 

Total Ord., ’56 ........ 4,347 ,081 36,307,001,045 
Total Group, ’56...... 3,167,927,416 17,831,869,133 
Total Indus., ’56...... 168,864,970 3,348,674,374 
All Classes, ’56 ...... 7,684,482,567 57,487,544,552 
Total Ord., ’55 ........ 3,640,821,000 23,654,355, 
Total Group, ’55.. 2,730,700,000 15,207,416,000 
Total Indus., ’55 .... Bes ans one 3,413,892,000 
All Classes, ’55 ...... 555,835,000 47,275,363,000 








Four Cincinnati Insurers 
Exhibit at Health Fair 


Four life companies with headquart- 
ers at Cincinnati cooperated recently 
in sponsoring a display for the Cincin- 
nati Health Fair. Companies partici- 
pating were Inter-Ocean, Ohio Nation- 
al Life, Union Central Life, and West- 
ern & Southern Life. The fair was 
sponsored by the Academy of Medicine 
in celebration of its centennial. Ap- 
proximately 300,000 persons visited 
Music Hall in Cincinnati during the 
week-long fair. 

The display of the insurance compa- 
nies was divided into three parts for 
presentation. One part showed how 
premium dollars are put to work in 
order to contribute to the geneal 
health an dwelfare of the nation. 
Another part showed the “Ceaseless 
Heart,” depicting a beating heart with 


SHOW 1956 INSURANCE RESULTS 














1955 1956 1955 
wen Lite New Life Life Ins. Life Ins. 
Increase in Increase in 
Ins. oa Ins. Bus. In ge In rect 
Connecticut Mutual Life ............... 430,110,522 405,323,379 274,255,095 257,871,282 
Country Life 990, 81,856,162 42,020,313 48,610,055 
General American Life 313,876,597 247,682,171 219,522,133 233,293,064 
Manufacturers Life ....... 396,338,7231" 306,118,800 250,340,375" 203,420,303 
Mutual Life of New Y pene 569,446,894 383,987,983 317,755,829 
National Life & Accident 093,765 930,985,323 347,171,294 339,932,598 
— American Re. occcccescsssssssssesesesensseeees 213, 001, 477°> = 183,672,750» 92, 470, .434> 64,885,884» 
doah Life 36,229,236 24,628,439 23,969,091¢ 6,835,075* 
Onited Ins. Co. oa AMETICA  ........ccccseeeeees 244:789,788 239,484,445 37,021,201 47,708, 
Life 164,631,986 166,627,797 166,750,833 131,513,224 





New business figures include the following amounts of revivals and increases for 1956 and 1955 


respectively: 1$31,618,728, $20,575,620; 


2$6,190, $3,223,000 


a Includes the amount of temporary addition to sums insured not included in previous years. 


b Reinsurance only. 


¢ Includes Federal Employees Group Insurance. 








simulated lighting to portray the av- 
erage human heart beat. A third part, 
a 12 minute movie, “A Matter of 
Time,” was shown continuously and 
told the story of Life Insurance Medi- 
cal Research Fund’s current project— 
heart disease. 


K. A. Albrecht, district manager at 
Milwaukee for Social Security Admin- 
istration on “New Disability In- 
come Feature of the Social Security 
Law” at the March meeting of Milwau- 
kee A & H Underwriters Assn. 





CENTRAL LIFE 





ooo One of the Best 


Premium! 


Central Life agents will soon enter their third 
exciting year of selling the Preferred Combination 
Life policy. This ‘“quantity-discount” contract 
multiplies permanent business volume ... and 
does so without commission penalties. 

Still another example of progressive, sales- 
minded leadership is Central Life’s Annual Pre- 
mium Instalment Plan—A PIP of a sales clincher. 

Progressive and competitive, yes . . . but not at the 


expense of financial security. Central Life continues to 
maintain a surplus-to-reserves ratio that is one of the 


industry's best! 


Evecdoc Goleiee eoceceeeeecsedcededdsccesscese Maamre 


INSURANCE 
IN FORCE 


ASSURANCE 


COMPANY 
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Des Moines 6, Iowa 


Companies Supply $5.5 


Billion in New Capital 


Capital totaling $5,552,000,000, large- 
ly made up of new funds, was made 
available last year through accumu- 
lations of life insurance policyholder 
funds. At the start of this year total 
assets of life companies had risen to 
$95,819,000,000, invested in a repre- 


NEW CAPITAL FUNDS FROM 


LIFE INSURANCE, 1940-56 





Annual Increase in Assets 
for all U. S. Life Companies 


(in Billions of Dollars) 
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sentative cross-section of the national 
economy, according to Institute of Life 
Insurance. 

Reinvestment funds from maturities,” 
amortization and refundings brought 
the total life company acquisitions of 
mortgages and securities in 1956 to 
$17,136,000,000, down $800 million. 

Largest block of new investments 
acquired last year was a record $6,- 
686,000,000 in mortgages. These 
brought aggregate mortgage holdings 
to $33,017,000,000 or 34% of total as- 
sets. New mortgages were up $67 mil- 
lion from the previous yéar; holdings 
were up $3,592,000,000. 

Corporate securities accounted for 
$5,574,000,000 of the 1956 new invest- 
ments, up $492 million. At the start of 
this year, the companies held $40,959,- 
000,000 of these securities, up $2,108,- 
000,000, and 45% of total] assets. 


Bill Would Tighten Fla. 


Insurer Requirements 


Among revisions proposed in the 
Florida insurance laws by Commis- 
sioner Larson is one to require out-of- 
state insurers to have operated satis- 
factorily for three years in their home 
state before becoming eligible for ad- 
mittance to Florida. 

This bill also would require out-of- 
state insurers to have at least $400,000 
in assets instead of the present re- 
quirement of $250,000 before they 
could be admitted in Florida. This 
amendment applies to all types of in- 
surers. Mr. Larson has been holding 
hearings on this measure and others 
throughout the state. 
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More Com panies Report 
1956 Business Figures 


NORTH AMERICAN, CHICAGO 


North American Life of Chicago in 
1956 had sales of $61,238,346, exceed- 
ing by 16% the previous all-time high 
reached in 1955 and establishing for 
the company the eighth consecutive 
“best year” in sales. The average size 
policy in 1956 was $5,914, also a new 
all-time high. Life insurance in force 
reached $259,086,360, an increase of 
$35,921,163, the largest yearly gain in 
the company’s history. 

The mortality rate was 37.9%, the 
16th consecutive year that the compa- 
ny’s loss ratio has been 40% or less 
of the so-called expected. Total income 
of $8,740,823 in 1956 was the largest 
ever, an increase of $623,311 over 1955. 
Assets at the end of 1956 totaled $42,- 
040,370, an increase of $2,480,010 for 
the year. The ratio of assets to liability 
is 108.95%. Payments to policyholders 


and beneficiaries in 1956 totaled $2,- 
987,725, 6512% of which went to living 
policyholders. Benefit payments since 
organization of the company totaled 
$49,158,478. 

Net earnings for 1956 were $456,582. 
The capital and surplus account in- 
creased to $3,463,111, an increase of 
$331,582 over the previous year. 

A dividend of 10%, or 20 cents per 
share, was declared, payable semi-an- 
nually on Feb. 25 to holders of record 
Feb. 14 and Aug. 26 to holders of rec- 
ord Aug. 15. This dividend represents 
an increase of 50% over 1954 and 25% 
over 1955. 


REPUBLIC NATIONAL LIFE 


Republic National Life is now the 
third largest company in Texas in 
amount of life insurance in force as a 
result of $423 771,609 of life issued 
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nual report 


In celebration of our 90th Anniversary, this year’s 
Annual Report, which is mailed to all policy- 
holders, takes an entirely different form. In ad- 
dition to recording operations for 1956, it incor- 
porates a history of the Company’s 90 years of 
growth, together with illustrations of authentic 
subjects of the period around 1867, the year the 
Company was founded. 

The report indicates that in 1956, annual pro- 
duction reached an all-time high—a paid total 


of $151,279,466. 







Insurance in force increased to 
$1,491,775,346. Assets increased to $583,132,401, 
and surplus funds, including capital stock, in- 
creased to $28,209,393. 


INSURANCE COMPANY OF IOWA 








FOUNDED IN 1867 IN DES MOINES 


and paid for during the year. This 
represented an increase of 27.03% 
over the previous year’s total of $333,- 
596,539. The gain in life in force was 
$251,902,238, thus enabling the com- 
pany to pass the billion mark in June 
and bringing the total as of Jan. 1 to 
$1,168,192,772. 

Despite substantial disbursement of 
funds in carrying forward its 1956 
program of expansion and develop- 
ment, the company experienced a to- 
tal gain, from its over-all operations 
of $1,842,938. It paid out $963,418 in 
policyowner dividends and participat- 
ing refunds, $93,454 cash dividends to 
stockholders, and added $786,066 to 
its capital and surplus funds, thereby 
increasing its surplus protection to 
policyowners over and above required 
reserves to an amount of $4,671,878. 
In addition to a record amount of life, 
the company’s A&S premium income 
reached $5,917,180. The company is 
now serving more than 600,000 policy- 
owners in 31 states and Hawaii. Ben- 
efit payments to living policyowners 
and beneficiaries in 1956 amounted to 
$11,929,323, and since organization the 
total is $68,426 361. 


LIBERTY LIFE 

Liberty Life’s resources reached a 
total of $92,284,068 a year-end, up $8,- 
111,659. Capital and surplus funds 
totaled $10,563,445, a gain of $1,323,284. 
In force figures rose to a new high 
of $817,650,272, up $70,066,876. Benefit 
payments amounted to $5,921,386. 

The directors adopted a resolution 
for a 50% stock dividend, increasing 
capital stock from $2 million to $3 
million, divided into 300,000 shares 
valued at $10 each. Stockholders will 
act on this resolution April 5. 


UNITED L.&A. 


United L. & A. life sales in 1956 
reached a new high of $41,528,917, up 
$3,366,744. Assets were $36,366,757, an 
increase of $2,230,103. In force rose 
to $226,410,239, a gain of $25,529,260. 


NATIONAL A. & H. 


National A.&H. of Philadelphia 
showed underwriting and investment 
gains in 1956, with total premiums of 
$2,693,146, of which $264,132 were life 
premiums. Life in force amounted to 
$6,723,616, up $1,137,828. 

Assets increased to $2,587,518, up 
$85,758 and surplus to policyholders 
rose to $2,011,694, up $55,299, after 
payment of $50,000 in dividends, up 
$4,800, and provision of $75,100 for 
1956 federal income tax. 

Gross receipts from all sources, less 
returns and allowances, amounted to 
$2,736,147. 


CAL.-WESTERN STATES 


California-Western States Life has 
reported to stockholders a 10.1% in- 
crease in life in force with a record 
high of $167,300,000 in life sales dur- 
ing 1956, bringing the total insurance 
in force to $1,462,000,000. 

The company paid out $26,200,000 to 
policyholders and beneficiaries repre- 
senting a 18% increase over the pre- 
vious year. In the group field, Cal- 
Western’s A & S and life coverages 
showed an 8.2% rise in terms of pre- 
miums in force. Group premiums from 
commercial, industrial and _ labor 
groups totaled $24,300,000. The compa- 
ny continued to make a substantial in- 
vestment in the development of the 
west with mortgage loans on residen- 
tial, business and farm properties dur- 
ing 1956 increasing by $5 million to a 
new high of $92,100,000. 

Assets increased by $11,300,000 to 
$183,700,000. 


Agency Conference 
Readied by LIAMA 


The program has been complete 
for the agency management confer. 
ence of LIAMA at the Edgewater Beach 
hotel, Chicago, March 18-20. 

On Monday afternoon the workshop 
on small groups and pensions in the 
small company will have G. N. Dick. 
inson Jr., pension division of Proyj. 
dent L.&A., as moderator; the one op 
precontract training and postselectio, 
in the small company Hollis L. Manly 
Jr. of Amicable, and that on the why 
of assistant managers and _assistan} 
general agents in the small company 
D. T. Loucks, supervisor of agencig 
of Excelsior Life. 

At the Monday evening fellowship 
dinner J. Harry Wood, editor of the 
Journal of American Society of CL, 
will speak. 

The Tuesday morning session wil] 
feature “How We Can Grow” by 
Norman T. Carson, agency vice-presj- 
dent of Security Mutual of New York. 
building through full time organiza. 
tion by Wayne L. Lewis, general agent 
of Ohio State Life; building through 
part time agents by G. William Sayers 
general agent of Columbus Mutual; 
building through general insurance 
men and brokers by John Weaver, 
executive vice-president of United 
States Life, and building through per- 
sonal producing general agents by C, 
B. Barksdale, agency vice-president of 
Protective Life. 


That afternoon the workshop on 
growing through full time organization 
will have as moderator J. D. Anderson, 
agency vice-president of (Guarantee 
Mutual; the one on growing through 
part time agents, general insurance 
men and brokers, R. G. Blair, vice- 
president and agency manager of Se- 
curity Life & Trust, and that on grow- 
ing through personal producing 
general agents, H. Carlyle Freeman, 
vice-president of eastern agencies of 
Bankers National. 

On Wednesday morning “Hot House 
Ideas” will be the subject of the talk 
by M. F. Browne, agency vice-presi- 
dent of Occidental of North Carolina, 
followed by greetings from LIAMA 
President William B. Stannard, vice- 
president in charge of agencies of Oc- 
cidental Life of California, and “Stand- 
ing on the Corner” is the subject of 
Benjamin N. Woodson, president of 
American General. 


NALC to Convene at 
Indianapolis April 29-30 


National Assn. of Life Companies 
will hold its annual convention at the 
Marott hotel in Indianapolis April 29- 
30. Discussions of the new mortality 
tables and the proposed uniform law 
to make them optional in the 48 states, 
Alaska and the District of Columbia. 
will be conducted. Reports on taxation, 
state legislation and the new state in- 
surance codes will be given. : 

Reservations may be made by writ- 
ing to John Wilkins, chairman of 
NALC entertainment committee, 12 
North Delaware street, Indianapolis, 
Ind. 








Indianapolis Life Reduces 


Annuity Premiums 

Premiums for immediate life income 
and instalment refund annuities, as 
well as those for joint and survivor- 
ship annuities, have been reduced by 
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the Indianapolis Life. For a male age 
65, $1,000 will now purchase $6.61 
monthly life income or $5.65 monthly 
on the installment refund basis. 
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through January 21, 1957 
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utual; 
Asurance Mr. C. R. Willsey, Regional Manager 
Weaver, Franklin Life Insurance Company 
United Indianapolis, Indiana 
sgh Dear C. R 
s by C. ear C.R.: 
ident of Although life insurance selling has for years appealed to me I feared it as an 
occupation because I felt I was not blessed with the personality or the back- 
round for a salesman. 
& P ; 
hop on Of course you know that two years ago I came with the Franklin Life from 
ar the field of schoolteaching. I had no sales experience and very little understand- 
oven ing of life insurance. An outsider might wonder why I would leave the security 
throne I had for a new field which I feared. 
suseale The answer is no mystery to anyone with the Franklin. First, the Franklin 
r, vice- “Specials” are insured savings plans that have definite public appeal. I knew 
of Se- I could talk with people about them and I knew I could sell them! Second, I 
1 grow- had confidence in you and Woody Norris as my supervisors, and in the entire 
oducing . Franklin organization for giving me every assistance in building my business. 
reeman, Although I’m far from being a seasoned agent, with only two years experi- 
icles of ence, I have proof that I made the right decision. My first year with the 
- House Franklin I earned $6,280. (My top pay as a schoolteacher was $5,200.) Last 
he talk year I earned $9,091. This year I expect to earn at least $1,000 per month, and 
=presi- the way things are going it may be much more! 
arolina, Aside from the satisfaction of greater income for myself I have a deeper 
uIAMA satisfaction of adding to the financial security of my clients and their families. 
, vice- What more could a man want? 
of Oc- é I will always be grateful to you, C. R., for your help and encouragement to 
ie this average guy who has made the grade! 
ent of Sincerely yours, 
Robert O. Gwyn 
An agent cannot long travel at a faster gait than the company he represents! 
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insurance in force $143,643,000, and hindered by the administratively fro. _ 
Propose Merger of 3,000 stoekholders. Claude H. Poindex- ALC and LIA Op pose zen rate of return to the lenders ang 
Coastal States Life, ter is president. Eased Down Payments by competition from direct govem. 
. Columbus National, with capital and ment lending programs, VHMCP j; 
Columbus National surplus of $644,694, assets of $4,132,810, on F HA M or tgage Loans constructive and could function wi 


Directors of Coastal States Life and 
Columbus National Life of Atlanta 
have signed agreements to merge, con- 
tinuing with the name of Coastal 
States. Stockholders will vote on the 
merger proposal at separate meetings 
March 26. If approved, the proposal 
will be submitted to Commissioner 
Cravey for final approval. 

Coastal States has capital and sur- 
plus of $1,202,957, assets of $13,404,004, 


insurance in force $68,097,320, has 2,- 
500 stockholders. Ellis Arnall, former 
Georgia governor, is president. 

Coastal States owns about 50% of 
the stock of Columbus National, but 
each company is autonomously and 
separately operated. Both companies 
enjoyed their most successful records 
in 1956, with 19% gain in assets for 
Coastal States and 33% for Columbus 
National. 
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Serving the South 
Since 1907 





PROTECTIVE LIFE BUILDING 
BIRMINGHAM, ALABAMA 





Proposals to ease FHA down pay- 
ment requirements and to consolidate 
the VA and FHA home loan programs 
were discussed by spokesmen for 
American Life Convention and Life 
Insurance Assn. of America before the 
housing subcommittee of the House 
banking and currency committee in 
Washington. 

Ehney A. Camp Jr., vice-president 
and treasurer of Liberty National Life 
of Birmingham, and R. Manning 
Brown Jr., vice-president in charge of 
real estate and mortgage loans of New 
York Life, said liberalizing FHA down 
payments could aggravate the present 
mortgage credit problem, create an in- 
flationary demand for housing and re- 
sult in increased mortgage loan delin- 
quencies and foreclosures. The pro- 
posal to consolidate certain FHA and 
VA lending functions merits consider- 
ation, they said. 

They pointed out that there is a 
shortage of capital funds in this coun- 
try to meet the enormous demand for 
financing housing, industrial plant and 
equipment, commercial development, 
and federal, state and local govern- 
ment expenditures. Liberalizing the 
FHA down payment would create ex- 
cessive demand for housing and thus 
aggravate the capital shortage prob- 
lem. 

Experience indicates that delinquen- 
cies and foreclosures on low down 
payment loans are several times great- 
er, even in prosperous times, than on 
loans with a substantial down pay- 
ment, they pointed out. 

They said life companies have $33 
billion of real estate mortgage loans 
outstanding, or about 34% of the com- 
panies’ total assets. This is an in- 
crease of more than $26 billion in the 
past 10 years. Of the $33 billion total, 
an estimated $24 billion are residen- 
tial mortgage loans. In 1956 alone, the 
companies invested an additional $1.8 
billion in VA loans, bringing the total 
of their home loans to veterans to $9.4 
billion throughout the postwar years. 
Almost another $1 billion of FHA 
loans were made by the life compa- 
nies last year, bringing the total of 
FHA loans by the companies to $10 
billion since 1946. 

As trustees of the savings of mil- 
lions of policyholders, life companies 
must invest their funds at the highest 
possible rate of return without incur- 
ring undue risks. The higher the rate 
of return realized on investments, the 
greater the amount of insurance pro- 
tection which the companies can pro- 
vide without increasing the premium 
cost, they said. 

“We believe that the fundamental 
solution to the problem of reduced 
availability of VA mortgage financing 
is to make the interest rate on VA 


. mortgage loans sensitive and respon- 


sive to demand and supply forces in 
the capital market ...A rate of 5% 
on VA mortgages would largely restore 
their competitive position, so that we 
would expect an appreciable imerease 
in life insurance company investments 
in VA mortgages at that rate,” they 
said. 

The ALC and LIA spokesmen also 
discussed the voluntary home mort- 
gage credit program instituted by pri- 
vate lenders, including life companies, 
in cooperation with the government 
more than two years ago. They 
pointed out that although full effec- 
tiveness of the program has been 


greater effectiveness only if the ty 
obstacles are removed. 


Hollis Woods Heads 
Mutual Benefit GAs 


Hollis L. Woods, Hartford, wa; 
elected president of the Mutual Bene. 
fit Life general agents association x 
the recent general agents meeting jy 
Boca Raton, Fla. Other officers ar 
Thomas G. Murrell, Los Angeles, vice. 
president; Alex M. Knapp, Baltimore 
secretary-treasurer; and Edward L 
Rosenbaum, New York City; Alfreg 
J. Lewallen, Miami, and M. Jama 
Hollihan, Saginaw, Mich., immediate 
past president, members of the execy. 
tive committee. 








Conn. General to Hold 
Panels on Road Program 


_A symposium on the new feder 
highway program and the challenge jt 
offers to improve metropolitan ares 
through coordination -with urban anj 
regional planning will be sponsored by 
Connecticut General Sept. 9-12 

Objective of the meeting is to illy. 
minate the perils and opportunities the 
new highway program presents in re. 
lation to the problem of America’s 
rapidly growing metropolitan areas, 
The company has been investigating 
the subject for many months in order 
to plan the symposium. 

The program will consist of several 
panels at which experts will discuss 
principal areas of impact of the high- 
way program upon the metropolitan 
regions. One session will be devoted 
to an analysis and discussion of the 
Hartford metropolitan area problem. 
The symposium has been tentatively 
entitled, “The New Highways: Chal- 
lenge to the Metropolitan Region,” with 
the subtitle, “How We Can Increase 
the Efficiency and Livability of Our 
Cities through the National Highway 
Program.” It will be a key event in 
Connecticut General’s commemoration 
of its move from Hartford to its new 
home office on a 268-acre tract in 
nearby Bloomfield. 





Tells Indianapolis CLUs 
About Standard Life Plan 


Harry V. Wade, president of Stan- 
dard Life of Indiana, outlined his com- 
pany’s new retirement income program 
at a recent luncheon meeting of In- 
dianapolis CLU chapter. He explained 
that the retirement program combined 
an investment in a fixed income annu- 
ity and an investment in equity secnr- 
ities which varies with market fluctua- 
tions. Through cooperation with Ad- 
visers Fund, Inc., this is the first re- 
tirement program of its kind offered 
by an old line legal reserve life com- 
pany, Mr. Wade said. 





New Underwriter’s 


Handbook of Minnesota 


A new Underwriters’ Hand-Book 
of Minnesota has just been pub- 
lished by the National Underwriter 
Company. It provides complete and 
up-to-date information on the agen- 
cies, companies, field men, general 
agents, groups and other organiza- 
tions § affiliated with insurance 
throughout the state. Copies of the 
new Minnesota Hand-Book may be 
obtained from the National Under- 
writer Company, at 420 East Fourth 
street, Cincinnati 2, Ohio. Price 
$12.50 each. 
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oe A Proud Symbol of Security Assured 
is ne Throughout the years this lioness Their bearing is strong and proud as 

and her twin have stood as symbols though they knew how the funds 
of strength and protection before entrusted to us are held to provide 
the columned building that is the a security assured for our policy- 
. Stan- ' home office of the Kansas City Life owners and their families. 
wh Insurance Company. 





ae December 31, 1956 
luctua- PE POT RE AS $341,110,3 84 


offered : amount paid to policy- 
i . owners (since 1895)......$ 300,742,732 


insurance in force.......-... $1,188,351,594 





nia KANSAS CITY LIFE INSURANCE COMPANY 


Broadway at Armour, Kansas City, Missouri 
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McCARTY STATES POSITION 





N. Y. State Assn. Hits Jumbo Group as 
Giving Discriminatory Tax Advantage 


ALBAN1—New York Siaie Assn. 
of Life Underwriters is concentrating 
its opposition to jumbo group on these 
grounds, as having the broadest ap- 
peal from the public-interest view- 
point: 

e Jumbo group places the small busi- 
ness man at a serious disadvantage 
in competing in the labor market for 








jumor cxXecuives the giant 


corporations. 


aga.nse 


e Group term insurance issued to as- 
sociations holds the seeds of its own 
destruction, just like the fraternal in- 
surance plans of half a century ago. 

e The tax advantage enjoyed by jum- 
bo group means just that much more 


in taxes that the rest of the taxpayers 
have to pay. 

These points were brought out in a 
recent talk by Spencer L. McCarty, 
managing director of the New York 
state association at a meeting of the 
Albany General Agents & Managers 
Assn. The jumbo group situation is 
of particular interest because of ef- 
forts to obtain a per-life limit law at 
the current legislative session. 

As an example of the first type of 
“discrimination” Mr. McCarty told of 
a small but highly profitable manu- 
facturing firm that wanted to pay a 


Architect’s sketch of the Home Office of the Connecticut Mutual Life Insurance 
Company showing the new North Wing now under construction at the left. 


Preparing for even greater erowth 


HIS year the new north wing of the Connecticut 


Mutual home office building will be completed to 


meet the needs of a growing company. 


Just 30 years ago the front and center section of the 
building was completed. Then in 1941 the south wing, 
to your right in the sketch above, was completed. Con- 
necticut Mutual’s growth in these last 15 years tells why 


we again need more space for more people, more ma- 


chines, more space for records and more daily transactions. 


New life insurance written in 1941 was $108 million 


and in 1956 it was $430 million; just about quadrupled. 


Life insurance in force was $1136 million in 1941 and 
$3397 million in 1956; almost tripled. In 1941 benefits to 
policyholders were $34 million and in 1956 they were $99 


million; again almost exactly tripled. 
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Average Size Policy 


Total Assets 





HIGHLIGHTS FROM 


New Life Insurance Sales ........... 
Life Insurance in Force ......... pel 
Reserved for Dividends to Policyholders ........................ 


Unassigned Funds (Surplus) ..... 


Interest on Dividend Accumulations, 1957 
Interest on Optional Settlements, 1957 


1941 1955 1956 
ee ate Aare epee $ 108,238,955 $ 405,323,379 $ 430,110,522 
Sit ae care oe ae 3,643 8,741 8,800 
AA: cae eS are 1,135,915,272 3,123,345,685 3,397,600,780 
5,650,000 21,950,000 24,400,000 
or ee Se See Oe Be 423,993,718 1,188,653,256 1,261,397 ,942 
Be a 3 See eee 16,351,007 65,064,099 70,767,306 
Net Interest Earned on Total Investments, 1956 ................-....2---2-.+-----+- 3.59% 
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$30,000 salary to an engineer to be 
responsible for producing a tool tha 
it had a patent on. The head of th 
firm found that cven an offer of , 
$5,000 increase in salary was ng 
enough to equal the fringe benefit, 
that larger corporations were provid. 
ing for the type of man he wante, 
This company had the money and the 
opportunity but the corporation wa 
simply not large enough to get the 
size of jumbo fringe benefits the Ney 
York law now permits, Mr. McCarty 
pointed out. : 

Discussing the tax discrimination 
angle, Mr. McCarty took as an exam. 
ple a chemical company in which the 
group premium on an executive with 
a salary of $40,000 would be $4,684, 
year. If the executive were charge 
40 cents a month per $1,000 the co. 
poration would pay $3,916.80 a yea 
for his insurance. This would be gj. 
lowed as a business expense and at, 
52% corporate tax rate the company 
would save $2,036 in taxes otherwise 
payable. 

“It is elementary,” said Mr. Me. 
Carty, “that these taxes are the 
passed on to other taxpayers who 
must make up the shortage. 

“This is not the only consideration, 
for group life insurance premiums ar 
tax deductible to the corporation anj 
not taxable income to the employe 
So this chemical executive gets about 
a $4,000 life insurance premium useq 
for his personal family without paying 
an income tax on it. At a conservative 
estimate, these earnings would be in 
the top 60% tax bracket, or $2,400 
otherwise payable which also must be 
made up by the other taxpayers in 
order to balance the government's 
budget. 

“Just as a matter of interest, you 
will note that in a pension pian where 
the corporation paid in all the premi- 
um, the employe would have to pay 
personal income tax on the amount 
the government has determined he has 
benefited. It is a unique exception 
that group life insurance premiums 
are both tax deductible to the corpo- 
ration and to the individual. You will 
note that I have used the executive 
with a $40,000 income, of which there 
are a great many in this organization, 
but there are also executives with 
$100,000 salaries who have also re- 
ceived 214 times the benefits illus- 
trated above.” 

Mr. McCarty said there is a fallacy 
in defending jumbo group on the 
ground that “the executive has to take 
all his employes along with him in 
order to get the benefits for himself.” 
The fallacy, he said, lies partly in as- 
suming that all employes cost alike, 
forgetting that one carries a premium 
of $48 perhaps totally contributed by 
the employe and the other carries a 
premium of $3,916 above that con- 
tributed by the executive. 

Commenting on the loss of tax rev- 
enue due to jumbo group, Mr. Mc- 
Carty said that if a legislative limit 
is not enacted in New York state with- 
in the next few years there can be a 
switch of as much as $20 million a 
year in taxes on New York state res- 
idents from corporate executives to 
the small business man. By way of 
comparison, Mr. McCarty pointed out 
that Gov. Harriman, in his 1957 budg- 
et message, spoke of saving the small 
business man about $2 million in taxes. 


The Kamaaina agencies of General 
American Life at Honolulu are ex- 
panding with the addition of more 
manpower and emphasis on preparing 
new agents rapidly for soles work. The 
new Honolulu agents are not CLUs, 
but rather are known as SLUs—“Shoe 
Leather Underwriters.” 
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STATE FARM LIFE ACHIEVES 
ANOTHER BANNER YEAR! 


1956 Record Shows 
Insurance in Force 
Up 12%% Over 1955 


BLOOMINGTON, ILLINOIS, 
March 1: During 1956, State Farm 
Life agents pushed the company’s in- 
surance in force past the billion mark 
to $1,047,000,000, it was announced 
here today. 

This achievement, representing 
a 12144% increase over 1955, was ac- 
complished by writing more than 
$212,000,000 in new Ordinary life 
insurance. 

Lauds 


‘Family Insurance” Plan 


Commenting on the company’s rapid 
growth, State Farm Life President 
Morris G. Fuller said: 

**We’re proud of this outstanding life 
insurance production by our State 
Farm Career Agents. 

‘It’s another demonstration of the 
power of State Farm’s ‘Family Insur- 
ance Plan,’ in which the agent special- 
izes in coverage for the family car, the 
family residence and its contents, and 
the family’s financial security program. 

**The record of 1956, with the 
achievement of a billion dollars of 
Ordinary life insurance in force, gives 
a good indication of the unlimited 
opportunities the future holds for 
every State Farm agent.” 


, This is one in a series of advertisements to acquaint 
you with State Farm Life Insurance Company, Home 
Office, Bloomington, Illinois. If you want to know 
more about any aspect of State Farm operations, 
simply write: “Director of Public Relations.” 





PASSING THE “BILLION” MARK 








SEPTEMBER, 1956: The policy delivered by State Farm Agent L. A. Livengood (right) to Max 
L. Myers of Middlebury, Indiana, gave State Farm Life more than a billion dollars of Ordinary 
in force. The “billion” was achieved in just 28 years by placing individual policies, and without 
employer group, reinsurance, brokerage, or consolidations. 





Expand SFL Offices to Handle Growth 


Because of the rapid increase in State 
Farm life insurance volume in recent 
years, the Company’s office expansion 
program has moved into high gear. 

Last June, the Philadelphia Head 
Office was moved from Upper Darby, 
Pennsylvania, to a more advanta- 
geous location in suburban Spring- 
field. There it now occupies much 
larger quarters in State Farm Mutual’s 
own newly constructed office building. 

A similar move will take place 
shortly in Lincoln, Nebraska. State 
Farm Life’s Lincoln Head Office has 
been occupying temporary quarters 


for the past year—ever since its trans- 
fer from a home office location in 
Bloomington, Illinois. Soon it too 
will be housed in State Farm Mutual’s 
own ultramodern headquarters, now 
under construction. 

Philadelphia and Lincoln are just 
two of State Farm Life’s seven de- 
centralized “Head Offices.” Others 
are now located in Bloomington .. . 
Berkeley . . . Birmingham .. . St. 
Paul . . . and Toronto, Canada. 

« An eighth Head Office—to be 
located in Salem, Oregon—is now in 
the “drawing board” stage. 
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FTC Decides Against 
N. American Accident 
By 3-2 Vote in Ad Case 


Federal Trade Commission, in a 3- 
to-2 decision, has upheld a hearing ex- 
aminer’s ruling that North American 
Accident’s A&S advertising misrepre- 
sented the duration of coverage, 
health requirements of policyholders 
and the extent of coverage in case of 
illness. 

Commissioners Secrest, Anderson 
and Kern also held that the company 


misrepresented the extent of coverage 
in case of accidents. A cease and de- 
sist order was issued against the com- 
pany. Chairman Gwynne and Com- 
missioner Tait handed down a dissent- 
ing opinion. 

The majority opinion, written by 
Mr. Kern, did not concern itself with 
a discussion of the jurisdictional ques- 
tion other than to say that FTC has 
full jurisdiction in the proceeding. 
Holding generally that the examiner’s 
findings were correct, the majority 
granted an appeal by counsel support- 
ing the complaint that certain other 


advertising, not so found by the ex- 
aminer, was false. 

Commissioner Tait, who wrote the 
dissenting opinion, said the case 
should be remanded for further pro- 
ceedings. He disagreed with the ma- 
jority’s prior decision in the American 
Hospital & Life case that it has 
authority to regulate insurance adver- 
tising in interstate commerce regard- 
less of state regulation covering intra- 
state advertising. 

Referring to the McCarran-Ferguson 
act of 1945, Mr. Tait said Congress felt 

(CONTINUED ON PAGE 18) 





General American 


A series of advertisements, including 
the FORTUNE ad on Phillips 66 group 
life insurance placed with General 
American Life, makes a powerful na- 
tional program now working for 
General American Life field associates. 
These ads are integrated with the 
associate’s day-to-day selling in a way 


that converts prospects into profits. 


This program is another advantage 
field associates have under the Lifetime 


Security Franchise. 
For complete details on LSF write to: 


Frank Vesser, Vice President 
General American Life 
Insurance Company 

Saint Louis 








GROUP 
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operation. 
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by General American Life 


Phillips 66 is known throughout the country as a fine 
gasoline. This is because only the finest meets the require- 
ments of Phillips’ management. And that’s why Phillips 
provides General American Group Insurance to its 


Phillips knows that contented employees ‘produce better 
products. The better products make more money. 


General American Life can show you how this priceless 
additive can be provided at a new low cost, for better 
production, a finer product and a higher profit in your 


General American Life 


One of the nation’s top ten companies writing 
employer-employee forms of group coverage. 


ST. LOUIS, MISSOURI 
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Evans Tells Home Liie 
Agents to Sell Idea of 
Life Insurance Savings 


John H. Evans, vice-president jpn 
charge of sales of Home Life of New 
York, opened 3-day regional seminars 
at Washington and Chicago with a talk 
on estate planning, business insurance 
pensions, and group. He closed the 
meetings with an address on the re. 
sponsibility of the agent. 

Ideas to increase sales effectiveness 
of the 100 attending agents comprise 
the program, under the chairmanship 
of John W. Langdon, manager of agen. 
cies. Theme of the meetings was “Up. 
leash Your Power.” 

Mr. Evans, in his opening address, 
urged the agents “to seek out all the 
problems that you can help people 
solve: to realize that the scope of 
planned estates is the measure of your 
imagination!” 

In his closing speech he pointed out 
that “our greatest competitors are not 
other life insurance men but rather 
those forces outside the life insurance 
business who are selling the idea that 
two cars, two television sets and three 
radios are the things to have. We be. 
lieve that they are less vital to a fam. 
ily’s welfare than the savings that 
should go into adequate life insurance.” 
He said it is the responsibility of the 
agent to sell the idea that savings for 
life insurance must keep pace with liy- 
ing expenditures, “to analyze each 
family’s problem and to help the in- 
come producer face up to it.” 

Panels were presented on “Ideas 
that Work,” moderated by Mr. Lang- 
don; group sales ideas, with James T. 
McCrystal, assistant vice-president, 
as chairman; “Expanding Business 
Sources,” discussed by Charles A. 
Murphy, executive assistant, and 
“Power Under Control,” with William 
W. Stewart, manager of agencies, as 
chairman. Raymond S. Maechtel, busi- 
ness insurance and pensions manager, 
discussed new sales ideas in the ap- 
plication of split dollar insurance 
through Home Life’s executive protec- 
tion plan. 


Metropolitan Life Industrial 
Policyholders Live 70.2 Years 

The average life span of Metropoli- 
tan Life industrial policyholders has 
risen to a new high of 70.2 years in 
1956, up slightly. The increase since 
1909 is 24 years. 

For nearly two generations, the av- 
erage life span of American wage 
earners and their families has in- 
creased more rapidly than that of the 
general population, which led by six 
years in 1909. The two groups are 
now on a par. 





LIFE GROUP 
SALES MANAGER 


A company just entering the Group field 
has top positions in Chicago—Detroit— 
Pittsburgh—Phila. and Los Angeles. 
The applicants should be 30 to 45, prefer 
college education and a minimum of 5 
years Group Life experience. Starting sal- 
ary $8,000 to $10,000 plus bonus. Top 
company. 


All inquiries handled confidential. 


FERGASON PERSONNEL 


330 S. Wells Street’ Chicago 6, Ill. 
HArrison 7-9040 
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CONTINENTAL ASSURANCE COMPANY 


Proudly Announces 


The Newest of Original 
Group Insurance Plans 


Now available for Employees 
at Retirement: 


Single Premium Guaranteed Non-Cancellable and 
Unalterable Hospital-Surgical Insurance 


A foremost Group insurance problem long 
has been presented by employees at retire- 
ment. At that time they have lost the quality 
hospital-surgical benefits of working years 
... with no possibility of individual replace- 
ment with coverage of like character. Yet 
with advancing years, hospital confinement 
sooner or later becomes virtually certain, 
surgery likely. Income at that time is at 
retirement levels. 


Continental Assurance has done 
something about that urgent problem 
...is the first company actually to put 
a group case of this unprecedented 
type on its books. 


As a member of the insurance fraternity, 


we believe you will share our satisfaction x! 
that we of this business have established our | 


CONTINENTAL A 





Pacific Coast Department 
215 W. 7th Street 
Los Angeles 14, California 







Midwestern Department 
310 S. Michigan Avenue 
Chicago 4, Illinois 


capacity to undertake solution of this com- 
plex social problem as private enterprise . . . 
not through tax-supported governmental 
benefits. We invite an opportunity to ac- 
quaint you with the further details of this 
unique group insurance development .. . and 
urge that you indicate your interest by 
returning the coupon. 


Please Return Coupon for Fuller Details 


Continental Assurance Company 
Group Insurance Department, Div. M 
310 So. Michigan Avenue 

Chicago 4, Illinois 


Please see that | promptly receive information about your 
new, original Retired Employees Group H-S Plan. 


Name 








Zone State. 
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Eastern Department 
76 William Street 
New York 5, N.Y. 
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Cool Air of Reason Blows Toward FTC 


The opinion of federal appeals court 
in the Fireman’s Fund-Federal Trade 
Commission case arrives like a breath 
of fresh air in a room stuffy with the 
assumptions, presumptions and arro- 
gations by FTC. It is a relief to hear 
the court, in authoritative and reason- 
able tones, pose the FTC with the 
large and elementary issue of juris- 
diction, which it has been so lightly 
brushing aside ever since it started to 
flail its way into the A&S_ business 
with energy and abandon. There is 
also some remarkably clear and pre- 
cise applications of legal principles to 
the arguments of FTC with respect 
to the so-called “shotgun” subpoena 
served on President James F. Crafts 
of Fireman’s Fund. 

The appeals court points out that 
the FTC actually imposed on the dis- 
trict court, which upheld its conten- 
tions, a limitation to the jurisdiction 
of that court. FTC urged the court to 
accent interpretation of its own 
powers for the purpose of making the 
invesiigation. Tne appeals court re- 
jected this limitation upon the juris- 
diction of the trial court. The appeals 
court points out: 

“It cannot be too often reiterated 
that the attempt to enforce an admin- 
istrative subpoena initiates a case or 
controversy. All questions relating to 
jurisdiction of the court, authority of 
the administrative body, reasonable- 
ness of the demand under all these 
circumstances, with regard for due 
process and protection of individual 
rights, and relevancy of the testimony 
of documents are justiciable.” 

Congress has the power to exclude 
such action as that of FTC, and if 
FTC is precluded from jurisdiction, it 
would have no power to act, and the 
court would be bound to declare so, 
the high court made clear. 

The appeals court then quotes the 
McCarran act and points out that in 
the face of this statute, FTC decided 
by a vote of three to two that it has a 
broad and uncontrolled power to reg- 
ulate the insurance business. 

The appeals court then states that 
the power of FTC to act at all is 
based upon the exception contained in 
a proviso of the McCarran act. The 
distinct purpose of Congress, emphati- 
cally set out in the act, was to abandon 
the field of regulation to the states, 
where the power traditionally lay. Ju- 
dicial knowledge may be taken of the 
fact that, in view of the responsibility 
which lay on the individual states to 
regulate this business when by hypo- 
thesis there could be no federal reg- 
ulation, the field was well covered 
both in the states of origins of the cor- 
porations and in the states of dissem- 
ination of advertising and of written 
policies. 

In the time zone which Congress 
deliberately created for the purpose, 
the appellate court goes on, state leg- 
islation to fill lacunae in regulation 
was widely enacted, as was the in- 
tention. A major portion controls the 








corporation in the place of its incor- 


poration or where it has its principal 
place of business. But it must not be 
forgotten that many states scrupu- 
lously control the media of dissemina- 
tion of policies, such as brokers, agents 
and advertising of foreign corporations 
engaged in the insurance _ business 
within the _ territorial jursdiction 
thereof. In initiating a scheme of reg- 
ulation of strictly interstate negotia- 
tion and sale of insurance policies, it 
might have been well for FTC to es- 
tablish as to two different states what 
the limits of such business are. 

There was no examination by the 
district court of the relevancy and per- 
tinence of the testimony and docu- 
ments demanded to any matter into 
which the FTC was empowered by 
state to inquire. 

“This court is of the opinion that 
the subpoena was so broad on its face 
and the implications of the complaint 
upon which it was based are so far 
reaching that it would have been al- 
most impossible to frame appropriate 
phrases of limitation. If the subpoena 
be enforced without regard to the rev- 
elancy of the testimony sought to the 
areas over which the commission has 


established jurisdiction, the ruling 
would not only be unfair to the com. 
pany, but could be quoted as a prece. 
dent for an unlimited authority for 
investigation and discovery in the fielq 
of insurance, whether intrestate or in. 
terstate. The ag¢acy could have lim. 
ited the subpoena itself so as to have 
raised the question of its power by 
particularizing the demand. If the de. 
mand had been confined to records 
revelant to interstate commerce with 
another single state such as Montana, 
where there is probably the least reg. 
ulation of advertising by a foreign 
corporation in the insurance area, a 
much closer question would have been 
presented. But decisions as to rele- 
vance as well as those as to reasonable 
or arbitrary exercise of power must 
have bases in facts.” 

The appeals court said the district 
court had jurisdiction to decide and is 
required to decide whether the stat- 
utes have withdrawn the power from 
FTC to regulate insurance. 

Thus, the appeals court tells FTC 
that it is not entitled to make its own 
rules. Its power is subject to higher— 
and what seems to be clearer—au- 
thority. Whether the court is stating 
here that there is a question of FTC 
being in this area at all, it sounds 
reasonably certain that the court is 
saying that FTC may well not belong 
in any state which is doing a good job 
of regulating A&S. 








PERSONALS 


James A McLain, chairman of 
Guardian Life, heads the finance, 
membership and organization subcom- 
mittee of New York Chamber of Com- 
merce committee on lower Manhattan 
redevelopment, which has appropriated 
$300,000 for its work in connection 
with redevelopment plans for lower 
Manhattan. 





Roy A. Foan, vice-president and di- 
rector of agencies of First Colony Life 
of Lynchburg, Va., has been elected 
president of the newly formed Lynch- 
burg Estate Planning Council. 


Blake T. Newton Jr., president of 
Shenandoah Life, has been elected 
vice-chairman of a Virginia advisory 
legislative council committee which is 
studying the possbility of liberalizing 
laws on retirement age and sick leave 
for state employes and school teachers. 


O. Kelley Anderson, president of 
New England Life, has been named 
campaign chairman of greater Boston’s 
first United Fund drive to be held next 
fall. 


Fred A. McMaster, Los Angeles gen- 
eral agent for Ohio State Life, has 
been reelected for his eighth term as 
president of Los Angeles Goodwill In- 
dustries. 


Melvyn J. Huber, supervisor of the 
Huber agency of Mutual Benefit Life 
at New York, has been appointed to 
the editorial board of Estate Planners 
Quarterly, published by Farnsworth 
Publishing Co. of New York City. 


Colonial Life, at a luncheon in 
Orange, N. J., welcomed to member- 
ship in its 25-year service organiza- 
tion, Spinners Society, Frances Amato 
of the debit department, Helen Taylor, 
secretary to the vice-president, and 


Norman De Grote, manager of agency 
accounting. President Richard B, 
Evans presented each new member 
with a 25-year pin. 


DEATHS 


FLOYD N. DULL, 73, for many 
years an insurance executive in New 
York City, died. He was the father- 
in-law of Charles P. Woods, sales di- 
rector of the National Underwriter Co. 
Mr. Dull started in insurance with 
Travelers at Detroit and in 1923 be- 
came resident vice-president and New 
York City manager for Commercial 
Casualty. He served as vice-president 
in charge of the eastern departments 
of Continental Casualty from 1930 un- 
til 1947, when he was selected by the 
New York department and the Recon- 
struction Finance Corp. to become 
president of the former Preferred Ac- 
cident of New York in an endeavor to 
rehabilitate the company. 


RUDOLPH H. BUSCH, 50, with 
Penn Mutual Life for 25 years, the last 
20 of those at Galesburg, IIl., died in 
Cottage hospital, Galesburg, following 
a_ short illness. 


MRS. JEFFERSON ISH, 66, wife of 
Jefferson G. Ish Jr., vice-chairman of 
Supreme Liberty Life of Illinois, died. 


Liberty Life Plans Stock 


Increase of $1 Million 


Liberty Life has scheduled a special 
stockholders’ meeting at the home of- 
fice in Greenville, S. C., April 5 to con- 
sider a proposal to increase the capital 
stock from $2 million to $3 million, 
divided into 300,000 shares of par value 
of $10 each. It is proposed that the ad- 
ditional shares authorized by the iIn- 
crease in capital stock shall be used to 
pay stock dividends of 50% to holders 
of record April 15. 
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© ruling e tor of Firem n’ e FITC Hears Arguments in must reach a conclusion on the basis 
coma of the entire record showing adequate 
yy Vic y a s Fund on Appeal in FTC Educators Mutual Case evidence. Mr. Hier poet in excluding 


a prece. : : p 
Federal Trade Commission has certain expert evidence. The case is 


e e efe 
ority foe (ase Regarded as First Significant Court heard oral arguments on the appeal by based on inference, Mr. Layne said. 


the field Educators Mutual of Lancaster, Pa. Mr. Mayer “apologized” for not 
bringing in any “novel” argument such 


te or ine 0 ini | J ; di ; J from the initial ruling by Exami 
pinion on important Jurisdiction issue ink Tale CHUA, tak Cae aks. aa' teak -veanaag. 46. taeeaee. te 


ave lim- 
U. S. ninth circuit court of appeals inquire into the advertising of this falsely advertised its A&S policies. McCarran act applied to the insurance 


to have : : 
ower by 9 2 San Francisco has" unanimously corporation in the state of California A. Alvis Layne Jr., Washington attor- business, and not to just one type of - 
the de. ruled that a federal district court erred .... it is also stated by counsel that ney, appeared for the company and company. It is inconceivable that 

Congress meant to leave the mutual 


records in ordering ynigpewn Fund Indemnity the agency has no interest in discovery Francis C. Mayer of the FTC legal 
‘ce with to submit A&S advertis:ng matcr’al to as to this area. But this court cannot staff argued in support of the ex- 
“oll J. Earl Cox, hearing examiner of the consider this as a supposition or ad- aminer’s order. 

ontana, J federal Trade Commission. This deci- mission. The trial court enforced the Mr. Layne contended Educators is 
ast reg- ff sion is seen as a significant one on the subpoena as it read without qualifica- not subject to FTC jurisdiction be- 
foreign | jssue of FTC jurisdiction. tion or exception. This was in error.” cause it is a mutual company and not Serre 
area, a Fireman’s Fund, charged by FTC Commenting on the court’s action, a corporation organized for profit. J]], Assn. States Annual 


companies free of FTC regulation, he 
said. The commission has already, in 
effect, decided the Educators case by 
its rulings in other A&S cases, he said. 


ive been ff with false and misleading A&S adver- James F. Crafts, president of Fire- Counsel supporting the complaint s 
to rele. tising, refused a request to submit its man’s Fund Indemnity, said: “Fire- failed to prove that the company was Meeting, Sales Congress 
1sonable advertising material for inspection. man’s Fund has believed from the start organized for profit, he said, noting A H 
The company subsequently resisted a that the business of insurance is reg- that the federal trade commission act May 24 25 at Bloomington 
Illinois Assn. of Life Underwriters 


Pr must : : 

FTC subpoena ordering President ulated by state laws and therefore that gives FTC jurisdiction over persons, ; : : , 

distri James F. Crafts to submit the material the FTC has no jurisdiction. We be- postin tnath pogpes aca da p ba ae oe Mowe mnie: ge: Spe 
let to Examiner Cox. FTC then obtained lieve this to be the intent of Public Mr. Layne said there was no evi- ccmaane is planned for the next da 

e and is ff an order from the federal district court Law 15, and that it only can be inter- dence that any policyholders were de- Saturday May 25, at the Memorial 

1e stat- ] to require Mr. Crafts to appear with preted as limiting the commission to ceived. Advertising material used by Center of Illinois Wesleyan university, 

er from | the material before the examiner. The regulating the business of insurance, agents was not false or misleading also Bloomington. The Illinois Leaders 


company appealed the order to the ap- only ‘to the extent that such business and its use had been discontinued be- Round Table is expected to sponsor its 
usual luncheon meeting the day of the 






Is FTC | peals court. is not regulated by state law.’ fore Mr. Hier heard the case. It is ; 0 
its own | Mr. Crafts appealed the order on “When our company was cited in impossible to conclude, on the basis of ria ee ae fae ag ae ne sl 
igher— grounds that FTC lacked jurisdiction 1955, we decided to secure a judicial the advertising material used as part breakfast pee sie Gutiedacy May 25 
ora and that the A&S exhibits demanded determination as soon as possible and of the sales effort, that there was a which will constitute the annual 
stati were not relevant to any inauiry with- therefore refused to supply evidence in capacity or intent to deceive. FTC meeting of the group. 

Ing fin the commission’s jurisdiction. He accordance with a subpoena issued by ames ; as i fe eS ee ee 


of FTC | said the company is closely regulated the commission. The U.S. district court 
sounds | jn all advertising by California, even in San Francisco declined to consider 
ourt is | for business conducted outside the the question of commission jurisdiction 
belong | state. and ordered the subpoena enforced 
Judge Fee, who wrote the appeals merely because it had been issued 
court opinion, did not rule in the with due formality. 
broadest possible way on jurisdiction “The court of appeals, in reversing 
under the McCarran act because the this decision, has upheld our conten- 
rd B | court was not asked to do so. However, tion that the important question of 
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Oshkosh District Wins 
Pru Presidential Trophy 


The Oshkosh (Wis.) district of Pru- 
dential won the 1956 President’s Tro- 
phy, an award given annually to the 
top Prudential office in the U. S. and 
Canada. The trophy is given to the 
winning district office for all-around 
performance by agency personnel, in- 
cluding quality underwriting and pol- 
icyholders service. In winning the tro- 
phy, the Oshkosh district outranked 
more than 500 Prudential districts 
throughout the country. This is the 


RECORDS 


fourth time the Oshkosh office has 
won the trophy since it was estab- 
lished in 1946. Other years of winning 
were 1946, 1948 and 1952. 


Fidelity Life Sets 1957 Goal; 
Fidelity Mutual Passes $1 Billion 
Fidelity Life Association, a mutual 
legal reserve company in Illinois, has 
set a 1957 goal ct $1v0 miluon of in- 
surance in force. A story to this effect, 
which appeared in the Feb. 8 issue, 








was correct in content but in the head- 
line of the story referred to Fidelity 
Life as Fidelity Mutual. This descrip- 
tion had a tendency to confuse Fi- 
delity Life of Illinois with Fidelity 
Mutual Life, a large Philadelphia com- 
pany which recently passed the $1 
billion of insurance in force mark. 





The Buda agency of New England Life 
held a “‘wreck-the-records” dinner, featuring 
awards to winners in a company-sponsored 
production competition. Starting from scratch 
last February the agency sold $4 million in 
1956 and had its first million-dollar month in 
January. Bernard M. Cannon, assistant director 
of field training, represented the home office 
at the dinner. 
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Armchair generals are conspicuous by their absence 
among Home Office people at Minnesota Mutual 
Life! You'll find Minnesota Mutual men in the Field 
. .. giving shirt sleeve, down-to-earth help in front of 
. demonstrating how to get results with 


prospects .. 


best men into the unlimited frontiers of Advanced 


Underwriting. 


Typical presentations are Minnesota Mutual’s Suc- 


Behind all this lies a higher-pay incentive contract 
incorporating an unusual combination of persistency 
fees. It guarantees greater return to the man who 


writes quality business. 


These are the reasons why the “Star of the North” 
shines as a guiding light to many a career underwriter 
who has found his place in the sun with. . . 


sales tools that have no peers in the industry. 


The ‘Star of the North” is the fastest growing mutual 
company because it has developed the plans and the 
tools to put a new man into production fast . . . keep 
a good man growing year after year .. . and move the 


cess Bond Story, Mortgage Cancellation Plan and 
unique Business Insurance Proposal. Each is “‘trig- 
gered”’ by visual sales aids that really work ! 
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Insurance Company 
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L. A. Agenbty Wins 
Pru President's Trophy 


The Jack White agency of Los Ap. 
geles has been named Prudential’s top 
ordinary agency for 1956 and _ has 
been awarded the president’s trophy 
for its outstanding “all-around accom. 
plishments.” 

The company’s top brokerage award, 
the president’s brokerage trophy, went 
to the Saul S. Vort brokerage agency 
at Newark, which headed all others 
in the brokerage division. 

Fourteen leading contenders for the 
president’s trophy will receive a pres. 
ident’s citation. Locations and manag. 
ers of the citation winning agencies 
are: Chicago, Robert J. Murphy; De. 
troit, William H. Klingbeil; Philadel. 
phia, Ralph H. Rice Jr.; New Orleans, 
Sidney L. Marks; Cleveland, John f, 
Buchanan; Raleigh, Lucian A. Peg. 
cock; Newark, Osborne Bethea; Nash. 
ville, Louis K. Edge; New York, Thom- 
as W. Melham; Los Angeles, Walter 
S. Payne; Kansas City, Glen S. Baker, 
St. Louis, Thomas A. Gallagher; Wash- 
ington, D. C., James W. Merritt; Hono- 
lulu, Glen A. McTaggart. 

Prudential’s downtown agency in 
New York City under Managers Ger- 
ald A. Eubank and Hirma G. Hender- 
son was awarded a president’s broker- 
age citation for outstanding perform- 
ance in that division. 





New England Awards 
1956 Trophy to Weber 


Agency, Cleveland 


NEW ENGLAND LIFE—The Weber 
agency at Cleveland has won the 1956 
president’s trophy for consistent per- 
formance, agency building and high 
rank in five other divisions including 


production and service to _ policy- 
holders. 
Divisional winners were the 


Schmidt agency at New York, the 
Partridge agency at Boston, the Bald- 
win agency at Washington, the Pitt- 
man agency at Birmingham, Ala., and 
the Hopkins-Clements agency at 
Montgomery, Ala. 


JOHN HANCOCK—Robert E. Hard- 
ing Jr., manager of the New Haven 
group office, and Duncan A. Brash, 
northeastern regional manager in Bos- 
ton, have been cited for leading in the 
sale of new group cases in 1956. The 
rate of new-case production during 
the final quarter of 1956 significantly 
exceeded that of preceding quarters. 
New group life volume in 1956 was 
$583 million. Group premiums were a 
record $161 million. 





TRAVELERS—William B. Jaeger, 
New York City, will be cited at a 
conference at the Boca Raton hotel, 
Boca Raton, Fla., March 18-22, for 
producing more than $1 million in 
1956. With Travelers for five years, 
Mr. Jaeger was appointed brokerage 
manager of the Groh agency last 
year. 


MASSACHUSETTS MUTUAL— 
January ordinary sales amounted to 
$82,056,270, up 17%, a new all-time 
high for any single month. January 
business constituted 12.3% of the com- 
pany’s quota for 1957. 

Another record was set for the 
month with 30 agencies, up seven, do- 
ing more than $1 million of ordinary. 

The Yates-Woods agency at Lo 
Angeles led with $4,251,984 of ordi 


nary. The Miller agency at Philadel 


phia was second with $3,618,515, an He 
the Lizotte agency at Newark Wé . 
third with $3,257,140. 

Group sales in January were $11; 
528,397, up 101.9%. 
Madison Wis.—Louis Fish, New York Life mil- 


lion dollar producer at Joliet, Ill., explained 
his selling methods. 
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Full Program for 
H.O. Underwriters 


The program has been completed for 
the annual meeting of Home Office 
Life Underwriters Assn. April 11-13 
at the Greenbrier, White Sulphur 
Springs, W. Va. On Thursday morning 
the presidential address will be given 
py Doane Arnold of New England Mu- 
tual. O. Kelley Anderson, president of 
New England Mutual, will be the guest 
speaker. The session will close with a 
business meeting. 

The afternoon will be devoted to 
separate discussion groups. Thomas W. 
Reed of Continental American will 
lead one on underwriting routines. 
This will deal with how far to sim- 
plify underwriting procedures in small 
cases. Where are the points of dimin- 
ishing returns in asking for statements 
from attending physicians? Can they 
be gotten faster? Are electrocardio- 
grams and X-rays worth their cost? 
What are practical aspects of charging 
medical and inspection fees to agents? 
Can underwriting or policy issue be 
sped by better use of machines or per- 
sonnel. 

Douglas T. Weir of North American 
Life will lead the discussion of practi- 
cal problems of substandard insurance. 
Here such topics will be considered as 
considerations that justify or lead to 
waiving extra premiums below certain 
levels. What is the financial effect on 
the company concerned? In territories 
where no signed amendment form is 
necessary, should one be secured to 
confirm that the applicant realizes he 
has been rated? How strongly should 
the fact of rating be spelled out in the 
policy itself?” How frequently are sub- 
standard cases submitted by the agent 
for a competitive bid? Do the not- 
taken ratios for substandard groups 
show undue resistance to ratings? 
What is considered a satisfactory ratio 
for each group? How serious is the 
reconsideration problem? Are rules re- 
quiring a waiting period effective? 
Can temporary extra premiums solve 
part of this problem? 

e e o 

Gaylord L. Paine of Connecticut Mu- 
tual Life will lead the discussion of 
underwriting brokerage business. This 
will cover first line, surplus and gen- 
eral brokerage business and business 
submitted by agents of other compa- 
nies. It will deal also with shopped 
business and statistical data. 

William F. Ward of Mutual Benefit 
will lead the discussion on non-med- 
ical experience and limits. This will 
cover recent studies that are available, 
considerations that should determine 
whether a company should raise its 
age and amount limit, the special ha- 
zards involved in extending the non- 
medical privilege to brokers and 
agents of other companies, and when 
and to what extent it is warranted to 
modify normal selection standards by 
granting guaranteed approvals for 
groups of applicants such as those in- 
volved in pension trusts. 

There will be an informal reception 
that evening. 

At the Friday session, with Wray 
M. Bell of London Life as chairman, 








Wisconsin National Pays 


50 cent Dividend 


® Wisconsin National Life has declared 


—* semi-annual dividend of 50 cents 
| which was payable March 1 to stock- 
holders of record Feb. 19. The dividend 


represents an increase of 10 cents a 
share above the semi-annual dividend 
rate in 1956. The company will hold 
its annual meeting April 9. 


Pearce Shepherd, vice-president and 
actuary of Prudential, will discuss un- 
derwriting changes over 20 years, and 
John G. Kelly, assistant general coun- 
sel of Mutual of New York, assump- 
tion of business risk in insurance op- 
erations. 

The afternoon will be devoted to an 
industrial underwriting session with 
Russell L. Wagner, National Life & 
Accident, as chairman. An industrial 
quiz panel will be moderated by Sam- 
uel F. Shafton of Baltimore Life. Par- 
ticipants will be William W. Black, Jr. 
of Commonwealth, Francis Kavanaugh 


of John Hancock, and George L. 
Knowles of Home Life. Rex Metz of 
Liberty Life will moderate an indus- 
trial case clinic with Paul Choate of 
National L.&A., Maurice Comfort of 
London Life and Matthew W. Peter- 
son of Metropolitan as participants. 

At the Saturday morning session the 
occupational committee will report, 
with Donald H. Lawson of Travelers 
as chairman. David P. Cartwright of 
Minnesota Mutual will discuss “Tac- 
onite—Ore Dressing and Processing.” 

Morris Pitler of Mutual of New York 
will moderate a panel discussion on 


considerations underlying reductions 
in or elimination of occupational rat- 
ings. The participants are Chester F. 
Barney of American United, David W. 
Bell of Imperial, Leon B. Hovey of 
John Hancock and Paul Shea of Penn 
Mutual. Certain health experiences 
among asbestos workers will be dis- 
cussed by Hugh Jackson, manager of 
the industrial health program of 
Johns-Manville Corp. and by Dr. Ken- 
neth W. Smith, medical director of 
that company. The closing speech will 
be a 12-months’ report on nuclear en- 
ergy by Reuel C. Stratton of Travelers. 





QES 


NEW from Northwestern Mutual .. . 





ORTHWESTERN MUTUAL, 

long famous for the low 
net cost of its life insurance, 
now introduces new Quantity- 
Earned Savings, based on the 
size policy you buy. You bene- 
fit in much the same way you 
do when you buy many other 
things in quantity. 

New price structure 
effective January 1, 1957 


On all new Northwestern 
Mutual policies, when you step 
up to amounts of $5,000 to 
$10,000, you step down the 


Now every type of policy of $5,000 or more, 


is offered at a new, lower cost! 


per thousand rate. When you 
step up to policies of $10,000 
and over, the rate steps down 
again, resulting in even greater 
Quantity Earned Savings. 


How is this new saving 
possible? 


There are certain necessary 
expenses in the writing and 
servicing of any life insurance 
policy. But, up to a point, 
larger policies have lower ex- 
penses per $1,000 of insurance. 
It is these actual Quantity- 
Earned Savings that North- 





Quantity-Earned Savings on life insurance 


western Mutual is now passing 
on to the large majority of you 
in the form of rates that step 
down at five and again at ten 
thousand dollars. 


No strings attached! 


Choose any type of North- 
western Mutual life insurance 
policy to fit your needs: ordi- 
nary life, limited pay life, life- 
at-65, term, endowment, or 
any other insurance policy 
issued by the Company. North- 
western Mutual’s new QES 
principle applies across the 
board to save you money. 
The Northwestern Mutual 
Life Insurance Company, 
Milwaukee, Wisconsin. 








APPEARED IN TIME, FEBRUARY 4; IN NEWSWEEK, JANUARY 21; IN SUCCESSFUL FARMING, FEBRUARY 
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Chicago March 18-20 


LIAMA’s agency management con- 
ference to be held in Chicago March 
18-20 will be on the theme “There 
Is More Than One Way to Grow.” 

Ben F. Hadley, vice-president and 
director of agency administration for 
Columbus Mutual, will make _ the 
opening address, on “Signs of the 
Times.” Frederic M. Peirce, managing 
director of LIAMA, will then discuss 


“TWO BILLION ON THE LINE 


BY 





“Our Responsibilities As We Grow.” 
J. Harry Wood, editor of CLU Journal, 
will speak at the fellowship dinner. 

Norman T. Carson, agency vice- 
president of Security Mutual of Bing- 
hamton, N. Y., will set the stage for 
the second day’s session. “Building 
Through Full-Time Organization” will 
be discussed by Wayne L. Lewis, gen- 
eral agent for Ohio Life at Columbus, 
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INCREASE IN LIFE INSURANCE 
IN FORCE DURING 1956 


$291,902,238.00 


TOTAL LIFE INSURANCE 
IN FORCE 


$1,168,192,772.00 






INSURANCE Co. 


DALLAS, TEXAS 


whereas “Building Through Part- 
Time Agents” will be discussed by 
G. Wm. Sayers, general agent for Co- 
lumbus Mutual at North Manchester, 
Ind. 

John Weaver, executive vice-presi- 
dent for U. S. Life. and C. B. Barks- 
dale, agency vice-president for Protec- 
tive Life, will speak respectively on 
building through general insurance 
men and brokers, and through person- 
al producing general agents. 

M. F. Browne, agency  vice- 
president for Occidental of North Car- 
olina, will conduct a discussion called 
“Hot House Ideas.” President B. N. 
Woodson of American General will 
give the closing address, entitled 
“Standing on the Corner.” Workshops 
will constitute the remainder of the 
program. 

Chairman of the conference is Wil- 
liam R. Davis III, director of field ser- 
vices for Commonwealth Life. 





Danville Association 


Observes Anniversary 


Danville (Ill.) Life Under- 
writers Assn. recently celebrated its 
30th anniversary with a dinner party 
which drew the largest attendance ever 
in the history of the group. Mrs. Helen 
Brown, Mutual Benefit Life, the first 
women ever to head a local life asso- 
ciation in the country, was in charge 
of the meeting and secured as speaker 


her company’s president, H. Bruce 
Palmer. 
Mr. Palmer’s topic, “Let’s Throw 


Away the Book and Dream,” developed 
the theme of using the experience of 
the past in the life insurance industry 
along with the new thoughts and ideas 
of the future by putting them both into 
practical application. 

J. McLean Reed, Danville superin- 
tendent of schools, saluted the agents 
on their anniversary celebration and 
paid tribute to the professional prog- 
ress of the association. Agents repre- 
senting 30 different companies and 
their wives were present for the oc- 
casion. 





Saginaw—Thomas M. Murphy, tax 
consultant of the O’Keefe, Braun, 
Kendrick & Finkbeiner law firm, ad- 
dressed the association on “Taxes Af- 
fecting the Life Insurance Buyers.” 





St. Louis—‘‘Remembering Names and Faces,” 
was the topic of a talk by Robert H. Nutt, 
author, at a Continental breakfast meeting of 
the St. Louis association at Hotel Chase. 


Annual Sales Congress 


New York City Assn. of Life Un. 
derwriters has completed plans for its 
annual all-day sales congress to be 
held March 14. 

The afternoon speakers will be Kar] 
H. Kreder, 2nd vice-president of Met- 
ropolitan Life, on the sales potential 
of A&S insurance in today’s market: 
Robert J. Lawthers, director of bene. 
fits and pension business, New Eng- 
land Life, on the current business in- 
surance scene, and Surrogate DiFaleo 
of New York County, whose topic wil] 
be “Are Your Clients Ready to Die?” 

Morning speakers’ will include 
James B. Rowe, general agent of John 
Hancock at Charlotte, N. C.; A. Jack 
Nussbaum of Massachusetts Mutual, 
Milwaukee, and president of National 
Assn. of Life Underwriters, and Ben 
H. Wooten, president of First National 
Bank of Dallas. 





Insurance, Like the Horse, 


Belongs Ahead of the Cart 


Dan C. Kreer, Fidelity Mutual Life, 
Chicago, told the February meeting of 
Detroit Life Underwriters Assn. that 
the man who fails to provide himself 
with the protection of a planned estate 
is putting “the cart before the horse.” 
He said the cart symbolizes death and 
the horse is analogous to a properly 
planned estate. Mr. Kreer said that 
those who incur obligations and invest 
in stock before they have an adequate 
insurance program are surely placing 
the cart before the hcrse. He also re- 
minded that the life insurance agent 
who does not have an adequate pro- 
gram of his own and a will of current 
date is not practicing what he preach- 
es. 





Seek 1,200 Detroit Members 
by Sept. 15 for NALU Convention 

Detroit Assn. of Life Underwriters 
has set 1,200 as its membership goal 
in preparation for serving as host to 
the Sept. 15-20 annual convention of 
National Assn. of Life Underwriters. 
Detroit ended 1956 with 930 members, 
up 287. 

Carl E. Moody of Penn Mutual is 
chairman of the membership cam- 
paign and Frank Howland of Mass- 
achusetts Mutual is local general 
chairman for the convention. 





Boston Actuaries Debate Problems 
of Lower Rates on Female Lives 
Boston Actuaries’ Club, at a meeting 
conducted by Fred G. Letwin of Mas- 
sachusetts Mutual, discussed problems 
facing companies issuing insurance on 
female lives at reduced rates. Trends 
in group A&S loss ratios, single pre- 
mium paid-up group A&S coverage 
for retirees and simplification of indi- 
vidual contracts were also discussed. 
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Fundamentals 
Stressed at Texas 
Sales Congress 


The fundamentals of prospecting and 
organization were stressed by speak- 
ers who addressed some 2,600 agents 
attending the Tri-City Sales Congress 
at Houston, San Antonio and Fort 
worth. The three-day sales meeting 
was sponsored by Texas Assn. of Life 
Underwriters. 

Bernard H. Zais, Connecticut Mu- 
tual Life, warned his listeners that 
they would be disappointed if they ex- 
pected to reach the Million Dollar 
Round Table through some magic plan 
or by writing a few large cases. Mr. 
Zais told the agents they should de- 
yelop a weekly control record which 
would show where they should be at 
the end of the week and what they had 
accomplished. Service calls should not 
prevent making new contacts, he said, 
and he recommended making night 
calls. He declared that attitude is more 
important than aptitude, and he at- 
tributed his making the company hon- 
or club to a better attitude, better ap- 
proach and night work. 

“Every now and then go back to 
fundamentals. He who rises to great 
heights has periods in which he reach- 
es great depths, and there is a tendency 
to go back to old habits,” Mr. Zais 
declared. 

e e oe 

Agents were asked to “keep attuned 
to the expanding market” by Earl M. 
Schwemm, Great-West Life. “The fu- 
ture is always purchased by the pres- 
ent. Fifty percent of the workers today 
are in work unheard of 50 years ago. 
The leading companies now expect 
growth in the sale of products not now 
in existence or on the shelf of the 
merchant,” Mr. Schwemm said. 

He said that if agents would analyze 
their sales, they might be surprised to 
find that the buyer initiates the sale 
more often than the salesman realizes. 

C. W. Napver, Southwestern Life and 
representative of Texas Leaders Round 
Table, declared that like successful 
athletes, successful agents must master 
fundamentals. The agent must obtain 
a necessary knowledge of life insur- 
ance, master a presentation, plan his 
work, organize his program, keep re- 
cords and analyze results, and strive 
to render a little better service. 

He said the agent must believe in in- 
surance and possess as much insurance 
as he hoped to sell. Mr. Napper said he 
never sold a $100,000 policy until he 
himself bought $100,000. 

Other speakers at the sales congress 
were Alden Palmer, Indiana insurance 
commissioner, and Lambert H. Hup- 
peler, vice-president of New England 
Mutual Life. 


Explain NW Mutual's 
"Q.E.S.” to N. Y. CLUs 


Harry Krueger, general agent of 
Northwestern Mutual at New York, 
analyzed his company’s “quantity- 
earned savings” program at New York 
CLU chapter’s meeting. 

He said Northwestern Mutual, after 
a 3-year study, decided that size of 
policy could be a factor in pricing. 
Classifications of $1,000-$5,000, $5,000- 
$10,000, and $10,000 or over were es- 
tablished with the manual rate apply- 
ing to policies under $5,000, a reduc- 
tion of $1 per thousand in the $5,000- 
$10,000 class, and $1.25 in the $10,000 
or over class. 

The effect, he said, is that buyers of 
large amounts, who have to some ex- 
lent been subsidizing the smaller buy- 
ff, recover their overcharges, and 


buyers of large amounts now pay their 
fair share. 

By dividend adjustment, insured 
owning policies datung from Jan. l, 
1947 will be brought into the program. 


R. W. Deisler of Guardian to Talk 
to LOMA Grads on Electronic Uses 
Robert W. Deisler, coordinator of 
electronic methods and procedures of 
Guardian Life, will address Society of 
Life Office Management Assn. Grad- 
uates at Guardian’s home office March 
13. He will discuss his company’s pres- 
ent and future uses of the “650” elec- 





Keil Tells Quincy Agents 
How to Write a Million 


Kenneth L. Keil, Penn Mutual, 
Springfield, Ill., told the Quincy, III. 
Lite Underwriters Assn. that the sale 
requirement for a life insurance agent 
to become a million dollar producer 
is to “think big,” explaining that “the 
world gets out of the way of the man 
who knows where he is going.” Mr. 
Keil suggests that if a man assumes 
it is impossible to fail he won’t fail. 

Thomas F. Hull, Equitable Society, 
president of the Quincy association, 


Fred D. Cox, Sun Life, who was si- 
multaneously celebrating a birthday 
aad completion of 40 years in the life 
business. A large turnout sang ‘“Hap- 
py Birthday” to Mr. Cox. 





Port Huron-Sarnia—H. L. Sharpe, 
manager director of Northern Life of 
Canada, spoke on “The Unexpected 
Trends in the Life Insurance Industry 
During the Next 10 Years.” 





Marinette, Wis.—The importance of a good 
life insurance progrm was stressed in a talk, 
‘Life Insurance—Good Property to Own,” by 
Robert Remmel, Aetna Life, at a luncheon 
meeting of the northern Wisconsin-upper Mich- 
igan association. 


tronic data processing machine. 


presided at the meeting and introduced 














The only father who isn’t a prospect for 


Unexpected hospital bills can wreck carefully laid 
savings plans. That’s why your prospects need 
economical family protection against the bigger 
hospital expenses. 

Now MONY’s “Deductible” Family Hospital Policy 
can help those who qualify meet many hospital 
bills that might well ruin their budgets for years 
to come. 

The $50 deductible feature, which also eliminates 
the high cost of administering small claims, en- 
ables MONY to provide this coverage at premium 
rates well within the reach of even the young 
family man. 
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Miwa 0- New Yor« 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW VORK, NEW YORK. N.Y 


life Insurance —Accident and Sickness —Hospitalization — 
Retirement Plans... FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY olfices are located throughout the United States and in Canada 


MONY TODAY MEANS MONEY TOMORROW! 


MON Y’S new $50 “Deductible” Family Hospital Policy 


Because of its flexibility and low cost, MONY’s 
new $50 Deductible is made to order for most 
families. 

Consider these features: 

Coverage for husband and wife and unmarried, dependent 
children from 31 days to 18 years of age. 

Scheduled surgical benefits in or out of the hospital. 

A range of beneftts for room and board as well as a benefit for 
special hospital charges. 

A Matermty Expense benefit to which the deductible does not 
apply. 

Guaranteed continuable: during Insured’s lifetime or until 
attainment of aggregate limit for the reduced benefits which 
apply after age 65. Company has right to adjust premiums on 
a class basis only. 

The Policy 1s Participating. 

A mimmum of exclustons and limitations. 


(Note: Policy as described 1s not available in California.) 


INQUIRIES FROM AGENTS AND BROKERS INVITED. 
Send for brochure describing this policy. Write to your 
nearest MONY agency or Mutual Of New York, Dept. 
13-6, 1740 Broadway, New York 19, N. Y. 
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FTC Decides Against North American Accident 


(CONTINUED FROM PAGE 10) 





that continued state regulation of in- 
surance is in the public interest. Un- 
der this law, the FTC act is to apply to 
the extent that insurance is not reg- 
ulated by state law. When Congress, 
in effect, tells the states to regulate 
insurance, he said, it is unsound to 
presume that Congress intended joint 
or concurrent federal and state regu- 
lation. 

Mr. Tait contended that, under the 


McCarran act, if the states have laws 
regulating insurers and an insurer is 
subject to the jurisdiction of the 
states, then FTC is without jurisdic- 
tion. In this case, the company is li- 
censed in 48 states and District of 
Columbia. There remains the question 
of whether the states and District of 
Columbia have enacted regulatory leg- 
islation. It is not known from the rec- 
ord to which type of insurer, life or 
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health and accident, the existing stat- 
utes may apply, he said. 

Under the majority’s previous de- 
cision, the examiner was not required 
to consider these questions, Mr. Tait 
continued. He said the case should be 
remanded to the examiner to resolve 
these questions. 

The dissemination of advertising by 
the company through the mails and 
radio presents somewhat novel ques- 
tions of law, Mr. Tait said. He noted 
that Congress provided for federal 
regulation of radio and that the fed- 
eral government has exclusive juris- 
diction over the mails. It might be 
argued, he said, that in neither radio 
or mail dissemination would the state’s 
action be an attempt to regulate the 
media. Rather, the state action might 
be held to constitute regulation of in- 
surance—more specifically the adver- 
tising practices of an insurer. Remand 
of the proceedings would allow both 
sides to brief these novel ideas, he 
said. 

In another development, Examiner 
Laughlin held that Prudence Life of 
Chicago misrepresented in its adver- 
tising the duration of coverage, 
amounts payable for hospitalization 
and surgery, the beginning date of 
coverage, and that its community 
health enrollment plan have _ public 
official sponsorship and offer coverage 
at reduced premiums. However, he did 
not sustain charges that the company 
represented that benefits are payable 
without regard to pre-existing health 

conditions and that hospital expenses 
are paid up to 200 days for each sick- 
ness or accident. 

Examiner Lipscomb, meanwhile, 
ruled that Mutual Benefit H.&A.’s ad- 
vertising regarding duration of cover- 
age, health requirements of insured, 
benefits payable, beginning date of 
coverage, amounts payable for surgery 
and the amount and duration of 
monthly disability benefits were not 
properly stated. 

The hearing examiners’ decisions 
may be appealed to the commission, 
stayed or docketed for review. 

Replying to Examiner Lipscomb’s 


decision, L. E. Thorngren, general 
solicitor of Mutual Benefit H.&A., 
said: 


“This is a personal opinion of the 
examiner and is subject to review by 
the commission itself. 

“Mutual of Omaha is licensed and 
supervised by the state insurance de- 
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N. D. Campbell, F.S.A. 


{ 


J. E. Moore, F.S.A. 


The Crown Life Insurance Company is pleased to announce the following appoint- 
ments of Mr. N. D. Campbell, F.S.A., as Vice-President and Actuary, Mr. J. E. Moore, F.S.A., 
as Vice-President and Comptroller, Mr. G. N. Watson, F.S.A., as Group Vice-President 





and J. M. Breen as Assistant Agency Superintendent. 


G. N. Watson, F.S.A. 





J. M. Breen 
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partments in all forty-eight states ang 
the District of Columbia and in aj 
other areas outside the continenta 
United States where they do business 
The company has faithfully complieg 
with all regulations and requirements 
of the state insurance authorities ang 
other supervisory bodies wherein it jg 
licensed to do business. 

“This proceeding brought more than 
two years ago came as a complete sur. 
prise to us, since we had been adviseq 
by a representative of Federal Trade 
Commission less than a month before 
that we were doing a good job. 

“The fundamental issue involved jn 
this proceeding is whether the insur. 
ance industry is to be regulated by the 
FTC or whether that regulation 
should remain with the state insur. 
ance departments who have tradition. 
ally fully regulated the business of in. 
surance. It is a question of states ver. 
sus federal regulation. This is 4g 
question which must ultimately be de- 
termined by the courts.” 


Robert Taylor of Salem, Ore., presj- 
dent of National Assn. of Insurance 
Commissioners, made this comment: 
“It is surprising and disturbing that the 
FTC is pursuing these old charges 
while the question of its jurisdiction js 
still the subject of federal court liti- 
gation. This action on the part of an 
agency of the federal government, in 
light of the facts that exist, is an un- 
warranted undermining of public con- 
fidence in insurance.” 

Thomas R. Pansing, Nebraska in- 
surance director, commented: “The 
state of Nebraska as well as all the 
other states of the U. S. are contesting 
the attempt by the Federal Trade 
Commission to regulate the insurance 
industry. State insurance departments 
the nation over are fully capable of 
continuing to supervise the insurance 
business as they have done in the 
past.” 

Mr. Thorngren commented further: 
“Mutual of Omaha policyowners have 
expressed their satisfaction in Mutual 
of Omaha when in a recent survey 
96.49% of the policyowners responding 
to a questionnaire stated they were 
satisfied with Mutual of Omaha’s 
overall services. Satisfied policyown- 
ers have made Mutual of Omaha the 
largest company in the world special- 
izing in health and accident insurance. 
Since organization, more than $800 mil- 
lion have been paid out in benefits. 
In 1956 alone, more then one million 
benefit checks were received by Mu- 
tual policyowners. 

“Mutual of Omaha has pioneered in 
the field of health and accident insur- 
ance under high ethical standards and 
at all times has maintained practices 
consistent with the best interests of 
the public and its policyowners.” 





Court Backs Pru Refusal 
to Pay Double Indemnity 
for Monoxide Deaths 


ST. PAUL—Prudential has won a 
double indemnity suit brought by the 
parents of two men who died after 
being overcome by fumes while re- 
moving wallpaper in a house. 

The parents claimed double indem- 
nity under the accidental death claus- 
es of the policies. 

Prudential, however, pointed out 
that the policies carried an additional 
clause excluding double indemnity if 
death was caused “by inhalation, vol- 
untary or otherwise, of carbon mon- 
oxide.” The company declined to pay 
the extra amount on the grounds mon- 
oxide was the cause of death. The 
court upheld the insurance company. 
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A&S Benefit Payments 
Increase 18.5% to 
$2.1 Billion in 1956 


Companies paid A&S benefits total- 
ing $2.1 billion in 1956, up 18.5%, ac- 
cording to Health Insurance Institute. 

Benefits paid under group policies 
covering hospital, surgical and medical 
care and loss of income were $1.5 bil- 
lion, up 20.9%, while the increase in 
penefits under individual policies was 
$601 million, up 12.8%. 

Persons covered under hospital ex- 
pense policies received $855 million, 
with $629 million received under group 
policies and $226 million through in- 
dividual policies. 

Surgical expense insurance’ ac- 
counted for $346 million, with $273 
million going to those under group pol- 
icies and $73 million to individual pol- 
icyholders. 

Payments under medical expense 
policies amounted to $58 million, with 
$47 million paid under group plans and 
$11 million through individual policies. 

Major medical payments totaled $65 
million, with group policyholders re- 
ceiving $62 million and individual pol- 
icyhoiders receiving $3 million. These 
figures include policies written alone 
or to supplement the basic hospital, 
surgical and medical coverages. 

The institute noted that persons in- 
sured against loss of income due to 
sickness or disability received $695 
million as income replacement, with 
$449 million received through group 
policies and $246 million under indi- 
vidual policies. . 





Compulsory Disability Bill 


Introduced in Michigan 


LANSING—Legislative spokesmen 
for union labor have offered a com- 
pulsory disability insurance measure 
in the Michigan legislature. 

The bill would require employers of 
four or more persons to provide cover- 
age to pay benefits in case of illness 
or other disability for not more than 
26 weeks in a year or for a single dis- 
ability period. Benefits would be at a 
rate of two-thirds average weekly 
wage but not less than $20, with a 
seven day waiting period. 

Coverage could be provided by the 
state accident fund, by self-insurance 
of employers, or through continuance of 
existing insurance plans. Effective 
date of the act would be June 30, 1958. 

The state fund would be maintained 
with a balance of not less than $3 mil- 
lion or more than $6 million. 

The bill was referred to the house 
labor committee, a burial ground in 
past sessions for similar plans. 





James Laney Addresses 
San Antonio A&H Assn. 


At its February meeting, San Anto- 
nio Assn. of A&H Underwriters heard 
James Laney, American Hospital & 
Life, describe techniques which can be 
used in group sales. 


Texas A&S Assn. Elects: 


Austin Local Reorganizes 


Texas Assn. of A&H Underwriters 
has elected Herman Andrew, Business 
Men’s Assurance, president; W. A. 
Borden, American Hospital & Life, and 
Glenn Brooks, Southland Life, vice- 
presidents, and O. D. Harlan, National 
Travelers, secretary. 

Directors and officers of the state 
association attended a reorganization 
meeting of Austin A&H Underwriters 
Assn. Ralph Keller, American General 





Life, .was elected president of the 
Austin local, and John Scheppel, 
American Hospital & Life, secretary- 
treasurer. 


A&S Forum Hears Martin 
on Insurable Cancer 


Dr. Clem Martin, medical director of 
Continental Casualty, addressed the 
February meeting of the Illinois A&S 
Underwriters’ Forum on the topic, 
“Insurable Types of Cancer.” 

Stressing the difference between be- 
nign and malignant cancer, Dr. Martin 
gave several examples of cancer which 
are “insurable”. A basal cell, a local- 
ized patch of skin cancer, is no further 
hazard when removed, he said. Once 
removed, there is no further hazard 
for either A&S or life coverage. Der- 
moid cancer is benign unless it occurs 
in the chest, and may be covered, he 
said. Teratoma requires a_ doctor’s 
statement of no malignancy for cover- 
age, while paploma may be covered if 
there is a history of none for two to 
three years. An applicant who has a 
history of a squamous cell cancer may 
be insured if it has been removed, and 
there has been no recurrence during a 
four to five year waiting period, Dr. 
Martin said. This should also have a 
physician’s statement. 

Another form of cancer which oc- 
curs frequently in women is cancer of 
the womb, or carcinal micatal. If this 
has been treated, usually by removal 
of the uterus or ovaries, it will not be 
malignant, and there is no need to re- 
fuse coverage, Dr. Martin stated. 

Any history of malignant cancers, 
such as cancer of the stomach, most 
common among men, should not be 
covered until at least five to 10 years 
after a reported cure, Dr. Martin said. 
After 10 years, he said, risk is about 
the same as if there were no previous 
history of cancer. 

Dr. Martin also pointed out that a 
cancer patient will spend an average 
of 10 weeks in the hospital no matter 
how bad or minor the cancer is. 





Form Southwestern Mich. 
A&H Assn. of Battle Creek 


BATTLE CREEK—Southwestern 
Michigan A&H Assn. was formed here 
last week at an organization session 
attended by some 45 agents. Roy G. 
Mathews, Federal Life & Casualty, 
was named the first president. Other 
officers are: Vice-president, Jack Fol- 
lett, Monarch Life, Kalamazoo; treas- 
urer, Duane Burnham, Metropolitan 
Life, Kalamazoo. 

James Cooper, president of Michi- 
gan A&H Assn., with which the new 
organization is affiliated, and S. Hor- 
man, vice-president of Time, were 
other speakers. 


L. I. Casualty Formed 


Long Island Casualty, an A&S com- 
pany, has been incorporated. Its au- 
thorized capital is $50,000, and it will 
maintain offices at Garden City, L.I. 
Counsel of the new firm is Roosevelt 
& Freidin, with which Franklin D. 
Roosevelt Jr. is connected. 


Milwaukee GAs Hear Psychologist 
MILWAUKEE—Robert E. Mainer, 
consulting psychologist with Humber, 
Mundie and McClary, Milwaukee, 
spoke at the monthly dinner meeting 
of Milwaukee Life Managers and Gen- 
eral Agents Assn. Mr. Mainer is a con- 
sultant to management on executive 
development, organizational planning, 
personnel and applied psychology. 











Joseph Graves, with the St. Louis 
agency of General American Life, won 
all production awards for his class in 
the Purdue course. The award was 
made at a recent commencement ex- 
ercise at Purdue. 


Welcome 
to Peoanoke, | 
N.A.LU! 










Blake T. Newton, Jr., 
President of Shenandoah, 
Pledges full cooperation 


Because the National Association of Life 
Underwriters is instrumental in improving 
life insurance standards and is ever ready 
to render assistance to its members 
throughout the nation, Shenandoah Life is 
proud to participate in the work of the 
association and to welcome its members to 
the Roanoke meeting. 









Naturally, Shenandoah also is 
proud of its own representatives 
who are serving onN. A. L. U. 
committees, both on a local 
and national level. Work- 
ing together, new and 
even higher standards of 
service can be achieved 
by N. A. L. U. in the 
common objective of 
greater life insurance 
service to the public. 






Ss henandoah Life 
Sraurance Company 


Roanoke, Virginia 
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manpower, inc. 
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Use our trained employees at low 
hourly rates. We'll work in your office 
for any length of time — 4 hrs., a 
day, a week or longer. 


« ae : se We specialize 
. Manpower, inc. 
820 N. Plankinton Ave., Milwaukee, Wis. a4 


Write for free booklet 
"'The Inside Story of Temporary Help"’ 
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Blues in Minn Fight 
Insurance Supervision 


ST. PAUL—Blue Cross and Blue 
Shield organizations in Minnesota are 
putting up a vigorous fight against 
bills in the legislature to tax and su- 
pervise them the same as insurance 
companies. One bill, proposed by the 
governor’s tax study committee, would 
make the Blue Cross subject to the 
2% premium tax assessed against in- 
surance companies while another bill 
backed by the state AFL-CIO would 
make Blue Cross subject to the super- 
vision by the insurance commissioner. 

The contention of the Blue Cross 
is that it is not insurance but rather 
the sale of hospital care on a prepay- 
ment basis. Blue Cross argues it is a 
plan to cover services for subscribers, 
not to indemnify them for loss as in- 
surance does. Blue Cross also argues 
that if it were put under the super- 
vision of the insurance department it 
might have to make payments directly 
to subscribers instead of to hospitals 
as is now done. 


Proposed Mortality Table 
Called Inadequate, Untimely 


The proposed new mortality table 
X17 was described as having inade- 
quate margins and not being in the 
interest of the industry at this time 
by Lawrence M. Cathles, past presi- 
aent of American Institute of Actu- 
aries and chairman of North American 
Re, at a meeting of San Francisco 
Actuarial Club. 

“Mergers and failures on a large 
scale are not impossible. And so it 
occurs to me at this time that the pro- 
posal of a new mortality table en- 
couraging reduced premiums is not 
solely the concern of actuaries but 
also of the executive management 
and ultimately of stockholders of com- 
panies ...If I am right in assessing 
the over-all situation we are facing, it 
is too great a responsibility for actu- 
aries to take without the full support 
of management,” Mr. Cathles declared. 

He said the advantages of the new 
table have been widely publicized but 
that some of them are questionable. 
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Yes! Every store, office, plant and business firm in your terri- 
tory employing 10, 15, 25—even as few as 5* people—can now 
qualify for Group Hospitalization, Surgical Procedure, Polio 
and Life insurance coverage under the L & C Bantam Group 
Insurance plan. Think what this can mean to you in added 
income! 

Where formerly only big businesses enjoyed this coverage, 
today you can offer thousands of smaller firms Group Insur- 
ance Coverage under the L & C Bantam plan with the backing 
and reputation of this Billion Dollar company! 


% Life only where state lows permit. 


Name 


Please send at once: 


O Folder on Bantam Group Insurance 
O Brochure on Regular Group Insurance 


ARS, 
Group Insurance Division ’ 
LIFE and CASUALTY INSURANCE COMPANY 
Nashville, Tennessee 
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-.. through Life and Casualty BANTAM GROUP INSURANCE 


We'll help you sell Big Business too! Now both large and small 
business firms can avail themselves of L & C Group Insurance 
Coverage. And we will help you sell them! L & C rates are 
competitive, our simple administrative procedure cuts “red 
tape,” and the unusual flexibility of L & C coverage makes 
our Regular or Bantam Group Insurance of interest to every 
firm. Write or mail the coupen for FREE descriptive literature 
TODAY. No obligation. 
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State insurance officials, he said, ay 
quick enough to step in with corre, 
t've measures. “I only hope that jp 
this case the majority of them wip 
realize that prevention is better than 
cure and at least give the whole jp. 
dustry time to investigate fully befoy 
deciding,” he said. 


Midland Mutual Names 
Franklin Man-of-the-Year 


For the second consecutive yea 
A. Stuart Franklin of the Sam Va, 
Elgort agency, Beverly Hills, Cal., has 
been named “man of the year” py 
Midland Mutual Life. Philip Fass 
the same agency and Leonard J. Goig 
Jr., of the Lloyd T. Stillson agency 
Youngstown, O., have won “first-yea; 
star” honors. 

In_ recapturing his award, Mr 
Franklin led the entire Midland My. 
tual field force by a wide margin 
Selection of the winner of this awarg 
is based primarily on life paid-fo 
volume, life and A&S annualized pre. 
miums and persistency. Mr. Fass anq 
Mr. Goist ranked at the top of the 
list of Midland Mutual agents in their 
first contract year. 


FCC Gives Travelers 
Nod for TV in Hartford 


Federal Communications Commis. 
sion has awarded rights to TV channel 
3 to Travelers Broadcasting Corp, 
which plans to go ahead on construc. 
tion as soon as materials are available 
This is a very high frequency channel, 

Hartford Telecasting Co., which has 
sought to get the FCC award of the 
channel in opposition to Travelers, has 
an appeal pending before FCC. 











Leaders Plan to Attend 
Inter-American Parley 


Among the leading life insurance 
people from the U. S. planning to at- 
tend the first inter-American confer- 
ence May 13-16 at Caribe Hilton hotel, 
San Juan, Puerto Rico, are: 

Lester O. Schriver, managing direc- 
tor of National Assn. of Life Under- 
writers; Jack Nussbaum, Massachu- 
setts Mutual, Milwaukee, president of 
NALU; Loran Powell, managing direc- 
tor of Life Underwriter Training 
Council; Donald Baker, managing di- 
rector cf General Agents & Managers 
Conference of NALU; Frederic M. 
Peirce, managing director of LIAMA; 
Davis W. Gregg, president of Ameri- 
can College, and O. F. Stafford, pres- 
ident of Pilot Life. Several leaders 
from Latin America also are planning 
to attend. 

The meeting is sponsored by NALU 
and the Puerto Rico association. 





Life Insurance Investors 
Declares 23 Cent Dividend 


Life Insurance Investors, Inc., a 
Chicago life insurance stockholding 
company, has declared a dividend of 
23 cents a share, payable March 28 to 
shareholders of record March 15. The 
dividend represents 10 cents from net 
profits on the sale of securities and 
13 cents is the distribution of net in- 
come from interest and dividends. The 
company paid a dividend of 18% cents 
last year. 


Membership in GAMC 
Passes 3,000 Mark 


Membership in General Agents & 
Managers Conference of National 
Assn. of Life Underwriters for the 
first time has passed the 3,000 mark 
by March 1, up 70%. s 

L. V. Drury, manager of Sun Life 
of Canada at Philadelphia, member- 
ship chairman, expects to reach the 
membership goal of 4,500 by the time 
of the midyear meeting and 6,000 by 
the end of the year. 
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Equitable Society Puts 
Big Electronic System 
to Work at Home Office 


Equitable Society has put into oper- 
ation at its home office an Interna- 
tional Business Machines Corp. model 
705 electronic data processing system 
which can retain 40,000 numbers or 
letters in its high speed memory unit, 
as compared to 20,000 characters in ear- 
lier models now in use. This increased 
capacity makes Equitable’s 705 unique 
in the life insurance business. 

The company began planning for 
electronic data processing equipment 
in 1952. A medium sized system, the 
IBM type 650, was installed three 
years later. Two more 650s were add- 
ed later. 

The 705 is being used at first for 
work which already has been adapted 
to electronic processing through the 
650 installations. Its use will be ex- 
tended into new areas through a grad- 
ual transition over several years. Its 
applications ultimately will cover sub- 
stantial parts of the routine admini- 
stration connected with all phases of 
business, according to Chairman Ray 
D. Murphy. 

Walter Klem, senior vice-president 

and actuary, is in charge of long range 
planning and conversion to the 705. 
He said some early 705 applications 
to ordinary insurance administration 
will include dividend calculation and 
maintenance of dividend records, cal- 
culation of agents’ commissions and 
preparation of commission statements, 
preparation of agency production re- 
ports and calculation of agency and 
unit managers’ compensation, premi- 
um billing and premium collection ac- 
counting. 
' Further use of the 705 in ordinary, 
group and group annuity administra- 
tive work will follow, Mr. Klem said. 
The system is expected to become 
available gradually for accounting, ac- 
tuarial research, statistical analysis 
and other work involving large 
amounts of computing. It ultimately 
may have a place in financial and in- 
vestment analysis and in support of 
operations research and management 
control activities. 

Responsibility for operating the 705 
is assigned to the ordinary insurance 
administration department, organized 
in 1956 under Earl T. Helsel, senior 
vice-president, in anticipation of its 
installation. The department was 
formed by bringing together compo- 
nents of other departments in order to 
centralize various ordinary insurance 
functions which are providing the 
biggest part of the 705’s work load in 
the early stages. 

Systems development for the 705, 
programming and technical guidance 
are among the duties of the methods 
research department, also newly es- 
tablished under the direction of David 
H. Harris, 2nd vice-president. The 30- 
member research and programming 
staff was built in a 4-year period al- 
most entirely from within the com- 
pany. It includes people with the wide 
variety of backgrounds and_ skills 
needed to plan for 705 applications in 
many different areas. 





Liberty Uses Song in 
Direct-Sell Approach 


GREENVILLE, S. C.—Liberty Life, 
which is using singing commercials in 
its 1957 TV and radio campaign, is 
one of the first life companies to util- 
ize this approach. A direct-sell treat- 
ment on the theme, “The important 
things in life call for Liberty Life” 


will be given with a folk-ballad type 
of jingle, sung by four voices with 
piano accompaniment, as background 
for a series of filmed TV spot com- 
mercials. 

Scott-Textor Productions of New 
York has developed the theme into 
singing commercials, the first of 
which, in cartoon style, shows a fam- 
ily benefited by Liberty Life in four 
ways, with emphasis on the agent at 
the facle-out. 


IAAHU to Offer Tape 
Recorded Sales Talks 


A new plan to make tape recorded 
sales talks and educational material 
available for individual use and agen- 
cy and association meetings has been 
set up by the International Assn. of 
A&H Underwriters circulating _li- 
brary. 

International’s Chicago office will 
be headquarters for the library to 
process orders for the tapes. The or- 
ders will be relayed to the recording 
company at St. Paul, which will ship 
the tapes to the purchaser, usually 
within 48 hours. Each tape will con- 
tain two talks, running approximately 
45 minutes each, and the total charge 
including shipping costs, will be $5 per 
reel. 

Bruce Gifford, IAAHU managing 
director at 330 South Wells street, 
Chicago, may be contacted for further 
information. 


N. Y. Insurers Offer Help 


to Flood Victims In Ky. 


Equitable Society and New York 
Life have made considerable use of 
display space in Louisville newspapers 
to tell policyholders in the flood strick- 
en area of eastern Kentucky that the 
companies wish to assist policyholders 
by extending grace payments an addi- 
tional 31 days. This covers normal 
grace period that would have expired 
Jan. 24 and March 8, inclusive, in the 
case of Equitable Society, and Jan. 25 
to Feb. 25 in case of New York Life. 
Many policyholders in the area are in 
grave distress and have lost even their 
policies. Despite this, New York Life 
has indicated its ready willingness to 
extend policy loans and have also stat- 
ed that group policies will not be ter- 
minated for non-payment of premiums 
over a reasonable time. Equitable has 
emphasized that policyholders in need 
of cash to meet emergency needs have 
merely to get in touch with the Louis- 
ville office. 








Insurograph Division Sold by 
Skyland to Life Companies Inc. 


Skyland Life of Charlotte, N. C. has 
sold its Insurograph division for $4 
million to Life Companies Inc. of Rich- 
mond, Va. A considerable part of the 
proceeds will be used to finance a more 
rapid expansion in the life insurance 
business. Tentative plans call for en- 
tering Tennessee and Virginia this year. 
The company now operates in North 
and South Carolina, Georgia, Alabama, 
Florida and Mississippi. 

The Insurograph division distributes 
air travel insurance policies over the 
counter and through vending machines 
at airports. President Waldo C. Cheek 
graph division has no relation to the 
company’s growth from $10 million in 
of Skyline said the sale of the Insuro- 
force in 1953 to $41 million last year, 
the volume having been built entirely 
from income from the division. 





Curtis Joins Milliman & Robertson 


James A. Curtis, formerly manager 
and actuary of the pension department 
of the Seattle office of Marsh & Mc- 
Lennan-Cosgrove, Inc., has joined the 
Seattle office of Milliman & Robertson. 
Mr. Curtis is an associate of Society 
of Actuaries. He started his actuarial 
ca with California-Western States 

ife. 


Gastill of Conn. General 
Wins Farrell Trophy 


LOS ANGELES—Walter G. Gastill, 
southern California manager for Con- 
necticut General Life, recently was 
awarded the Will G. Farrell Achieve- 
ment Trophy at a luncheon sponsored 
jointly by the life insurance commit- 
tee of Los Angeles Chamber of Com- 
merce, Los Angeles Life Insurance 
Managers Assn., and Los Angeles Life 
Underwriters Assn. 

Charles J. Zimmerman, president of 
Connecticut Mutual, guest speaker at 
the luncheon, declared that 1956 was 
the best year experienced in all ways 
and optimistically reported that the 
outlook indicated that 1957 would still 
be better. 

Former recipients of the Farrell 
award who were present at the lunch- 
eon were: Roy Ray Roberts, 1950; Kel- 
logg Van Winkle, 1951; Charles E. 
Creeton, 1952; John R. Mage, 1954, 
and John W. Yates, 1955. 


AFL-CIO Urges Wider SS Hospital, 
Surgical and Monthly Benetits 
Executive council of AFL-CIO has 
adopted a resolution asking that hos- 
pital and nursing home service be pro- 
vided for everyone over age 65 and 





surgical care for all persons eligible for 
socia lsecurity survivors’ benefits. A 
10% increase in social security bene- 
fits, with a minimum monthly boost 
of $5 also was asked. 

The resolution said the hospital plan 
for retires and their survivors could 
be supported by a total increase of 
1.4% in the tax paid by employers and 
employes. If the first $6,000 of wages 
were made subject to social security 
taxes, instead of the first $4,200 as at 
present, the tax increase could be 1%. 
Employers and employes now each pay 
2%% of payrolls in social security 
taxes. 

Although the labor leaders probably 
do not expect Congressional action on 
their propsals this year, they advanced 
the resolution as a talking point in the 
expectation that something might be 
done in 1958, an election year. 


Western Lite of Mo. Adds to Board 

In view of its expansion plans, in- 
cluding entry into several additional 
states, Western Life of Missouri has 
elected iour new directors. They are 
Frank M. See, who for many years was 
the St. Louis general agent for New 
England Life; M. Maxwell, 
assistant treasurer of Western; Stan- 
ley E. Byars, Western’s chief account- 
ant, and Clarence M. Stewart, a banker. 








Why we hesifate to advertise this new policy. . . 





A word about 
“EXECUTIVE SPECIAL” 





can be quite different. 


you should know — 


options. 


Participating. 





55, $49.45. 





$25,000 minimum policies. 


“Executive Special” policies are not all the same. They 


Though the premium is very low, Postal’s new “Executive 
Special’ can not be compared with others with the same 
name on a premium basis alone. The entire contract must 
be compared .. . then you'll find that Postal has not cut 
back on any of the liberal benefits now in its other 
policies — nor has it cut commissions! 


Because the entire contract must be compared to appre- 
ciate it, we hesitate to advertise just the highlights. But 


Whole Life paid up at 90. 

Commission rate — 55% plus nine 5's. 
Written sub-standard to 500%. 

Complete range of very liberal settlement 


High guaranteed cash values. 

Family Income and level term riders can be 
added — same commission on riders as 
basic policy. 


Issued from age 10 through 70. 
Very competitive net costs! 
Premiums: age 35, $23.12; 45,$32.97; 


We believe this policy is the ultimate in competitive con- 
tracts, but for the complete picture, we urge you to contact 
one of our General Agents. 





Postal Life of New York 





GEORGE KOLODNY, President ¢ 511 FIFTH AVE., N.Y. 17, N.Y. 
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Stress Family Security 
in Pan-Am Ad Campaign 


Pan-American Life’s 1957 advertis- 
ing campaign in the U. S. will have as 
its theme, “Put Yourself on Your Own 
Payroll First!” 

The advertisements will point out 
that the larger portion of the average 
man’s income is spent before he can 
provide for his personal protection 
and family’s future security. Life in- 
surance is the solution to the prob- 
lem. The campaign will include five 
insertions in 47 newspapers covering 
a 26-s.ate area and four insertions in 
Newsweek. 

The campaign in Latin America will 
stress the idea that life insurance is 
the only real protection against the 
usual financial ills resulting from the 
death of the family breadwinner. It 
will include seven insertions in the 
Spanish edition of Life and six in the 
Spanish edition of Readers Digest. 





Advertisers to Hold Seminar, 
Workshop for 200 Companies 


Life Advertisers Assn. has ap- 
pointed Donald E. Lynch, director of 
public relations of Mutual Benefit Life, 
to cor nduct a public relations seminar 
at the Princeton inn, Princeton, N. J., 


April 28-May 2, and Herbert J. Kra- 
mer, assistant advertising manager of 
Travelers, to head a sales promotion 
workshop at the Marott hotel, Indian- 
apolis the week of June 10. The two 
projects are part of a service to ad- 
vertising, sales promotion, publication 
and public relations staff members of 
more than 200 LAA member compa- 
nies. 


LIAMA Book Helps 
Agents Get Interviews 


LIAMA has published an agents’ 
sales promotion guide called Breaking 
the Ice, by John L. Lobingier Jr., 
LIAMA’s director of public relations. 
The aim of the 112-page book is to 
help the agent create ideal conditions 
leading to an interview. The book in- 
cludes prestige building through tele- 
phone, novelties, gifts, letters, printed 
promotion, visual aids, cards, letter- 
heads and other media. 

LIAMA first released this book with 
the December, 1956, Manager’s Hand- 
book. With the March issue, a com- 
plete work project for agents will be 
released, together with a_ trainer’s 
memorandum based on Breaking the 
Ice, which was designed for subse- 
quent inclusion in LIAMA’s Agent De- 
velopment Program. 











High Quality Endowment for 
PENSION PLANS? 









*FULL FAMILY PROTECTOR PLAN 

Complete family coverage, new 
children included. 

Fathers age 20 through 50 

Children covered to age 20 

Cc iP titive pr 











Openings everywhere in 


OF COURSE! [ 
Wholesale Underwriting on 


PENSION PLANS? 
OF COURSE! 


Plus something for those employees in pen- 
sion-plan-adopting firms who are not yet 
qualified to come under the pension plan... 


A BIG NEW ADDITION TO 
PENSION PLAN SELLING TOOLS! 


Other Examples of 30 ANICO “On Target” 
SALES LEADERS 














*EXECUTIVE SPECIAL 
$25,000 minimum 
Extra low premium—high values 

*Complete Sub-Standard Consider- 

ation. Franchise. Bank Draft. 

Non-Medical. 








‘edidbens ra REPRESENTA TIVES, 


BROKERS, SPECIAL BROKERS. Inquiries about these or other 
openings for those with special qualifications and experience will 
receive prompt attention and answer. For information address 


Coordinator of Sales. 


AMERICAN NATIONAL 


INSURANCE Co. 


CALVESTON, TEXAS 





OVER 3 BiLLIONS ©50 MILLIONS iN FORCE 


Equitable $2 Million 
Plan Ups Benefits 
for Major Leagues 


Equitable Society has again been 
chosen as insurer for the major 
leagues baseball players benefit plan 
by unanimous vote of the major 
leagues pension committee, which 
met in Miami. The plan which will 
cost $2 million a year to be paid by 
radio and TV fees for games, plus 
contributions from active players at 
the rate of $2 a day during the play- 
ing season, becomes effective April 
1, exactly 10 years after Equitable 
was given the original contract. 

The minimum retirement benefit 
for men with five years of major 
league service, retiring at age 50, is 
$88 a month, as against the original 
$50. A 10-year member draws $175 
a month, originally $100. A member 
may choose to retire at a later date 
ani receive additional benefits up to 
$550 a month, the maximum for 20- 
year men retiring at 65. 

Other improvements include liber- 
alized death benefits, as well as dis- 
ability and major medical for players, 
coaches, trainers and their depend- 
ents. 


Mississippi Commissioner's 
Order Denies Licenses to 


Investment Backed Insurers 


Commissioner Davis of the Missis- 
sippi insurance department has issued 
an order stating that no insurer whose 
capital and surplus is supplied out of 
funds derived from the sale of stock 
in an investment company will be li- 
censed in the state. The order pro- 
vides, however, that any such insurer 
may be licensed if the charter of the 
parent company was approved by the 
secretary of state prior to Feb. 25, 1957, 
and if application is made for an in- 
surance company license within six 
months of such approval. 

Mr. Davis made the exception be- 
cause several investment firms are in 
the process of selling stock for the for- 
mation of insurers at the present time, 
and a retroactive ruling would work a 
hardship on Mississippi stockholders. 

He said, in issuing the order, that it 
is not intended to hinder or discourage 
the organization of new insurers in the 
state. It will, however, require stock 
sales be made in the name of the in- 
surer rather than an investment firm, 
and that such sales be subject to in- 
surance department supervision. 


Two LIAMA Prospecting 
Books are for Ordinary, 
and Combination Agents 


LIAMA has published two books on 
prospecting, based on findings of a 
LIAMA research program. One is for 
the combination agent, the other for 
ordinary agents. 

Profitable Prospecting for the Com- 
bination Agent, compiled by LIAMA 
Senior Consultant Stanford Y. Smith, 
contains specific methods which have 
worked for leading combination agents 
in building debit and ordinary sales. 

Let’s Do Something About Prospect- 
ing, prepared by LIAMA Staff Editor 
James L. Howard Jr., presents to or- 
dinary agents a complete system for 
creating and maintaining’ a flow of 
prospects. 








Pacific Mutual to Expand 
Norwalk, Cal., Shopping Center 


Pacific Mutual Life has planned a 
$565,000 addition to its big Norwalk 
Square shopping center at Norwalk, 
Cal. This latest expansion will bring 
the company’s total investment in the 
shopping center to $4,705,000. The cen- 
ter was first opened in 1952. 


Horn Seeks Stouter 
Agent Standard in Ala, 


Superintendent Horn of Alabama 
held a conference in Montgomery with 
representatives of the business to dis. 
cuss legislation which he wants that 
would raise qualification and regula. 
tion of agents. He said that presently, 
under the loose system of licens; 
agents in the state, about 54,000 wij 
qualify this year—on payment of § 
each to sell all kinds of insurance 
The legislation he is proposing woulg 
cut this number to 40,000 at least by 
eliminating many unqualified and up. 
necessary agents including those of 
the “hat band” and “convenience” var. 
iety. 

Many of the insurance representa. 
tives on hand opposed the draft of a 
bill which Mr. Horn had written out, 
They objected to it because they felt 
it gave the superintendent too much 
control over present agents as well as 
those who might apply to enter the 
business in the future. 

His bill would create an Alabama 
insurance advisory board, its members 
to be appointed by the superintendent, 
The board would promulgate rules and 
regulations consistent with law for 
examining, licensing and regulating 
solicitors, agents and brokers. 

Mr. Horn said that he wanted the 
entire business in Alabama to have 
one bill for agency qualification and 
regulation instead of a multitude of 
bills and a multitude of laws affecting 
different segments of the business. 

Wilbur K. Allen of Birmingham, 
president of Alabama Assn. of Insur- 
ance Agents, and Frank P. Sanford, 
president of Liberty National Life of 
Birmingham and head of the newly 
formed Alabama Assn. of Life Insur- 
ance Companies, both commended Mr. 
Horn for his efforts. 





Dallas Agents Sponsor 
1957 Cancer Crusade 


Dallas Life Underwriters Assn. is 
sponsoring the 1957 Dallas County 
Cancer Crusade. Dr. Jerry Miller, chief 
oi the department of radiology at Bay- 
lor hospital, Dallas, addressed the 
February meeting of the women’s 
auxiliary of the Dallas association and 
pointed out that while 30% of breast 
cancer causes are being cured, the 
rate would be closer to 80% if every 
woman would learn the methods of 
detecting early symptoms of this dis- 
ease. Mrs. Woodie Wood is president 
of this group. 





Tax Workshop Course Covers 
Variety of Life Insurance Topics 

The course in tax problems in life 
insurance and estate plans being given 
by Tax Workshop school, 480 Lexing- 
ton avenue, New York, covers oe 
topics: 

Taxation of life insurance and -an- 
nuities owned by individuals, purchase 
of insurance with low cost tax dollars, 
interest and other deductions, buy-sell 
agreements, use of insurance in mari- 
tal deductions, effects of divorce or 
separation, insurance and estate tax 
economics, practical problems, tax 
liens and creditors’ rights and danger 
areas. 

Lecturers include Solomon Huber, 
general agent of Mutual Benefit Life 
at New York, Robert J. Lawthers, 
director of benefits and pension busi- 
ness of New England Life, Saul Lesser, 
assistant counsel of United States Life, 
and several New York lawyers. Clas- 
ses are being held Wednesdays from 
6:30 to 8:30 p.m. during the spring 
and fall semesters. 


Connecticut General Life has moved 
its Maine headquarters at Portland’ 
from 443 Congress street to newly- 
completed, larger quarters at 550 For- 
est avenue. 
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hers, supervisor of agencies of Pacific Mu- 
ousi- tual Life. Mr. Smith started with Pa- 
sser, cific Mutual in 1951 in the field and 
me, before coming to the hewnt ae was 
ee pee a aden 
from / : Retirement Equity Accumulation Program 
ring | North American Accident 
Four new members have been ff’s the hottest thing in the life insurance industry today ... write for information 
veil gay to the board of North Ameri- ae . 
‘ can Accident of Chicago, Three of iforni ; 
land the , GENERAL AGENCIES OPEN IN Arizona @ California ¢ Delaware 
vly- * new directors also are on bo: STANDARD LIFE INSU RANCE CO. of IND. Florida e Georgia @ Illinois @ Indiana @ Kentucky @¢ Louisiana 
or- soard of Nationwide Corp. of Colum Maryland e Michigan @ Missouri © New Mexico @ Ohio @ Pennsy!- 
bus, which last year bought one-third INDIANAPOLIS, INDIANA vania © Tennessee © Virginia @¢ West Virginia @ Dist. of Columbia 
Interest in North American. These , ’ 
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Paul Revere Life 


Norris Erickson, general agent at 
Spokane for four 
years, has been 
named general a- 
gent at Oakland, 
to succeed How- 
ard W. Carsten, 
now general agent 
at Pittsburgh. Be- 
fore joining Paul 
Revere, Mr. Erick- 
son was with Lin- 
coln National at 
Madison, Wis., ri- 
sing to agency 
supervisor, and in 





COMPANY & AGENCY CHANGES 





of them at Kokomo. 

Ben R. Bauer, staff manager for 
Prudential in the west Toledo office 
for the last three years, has been pro- 
moted to consultant in the field-train- 
ing division of the company’s Jackson- 
ville regional home office. 

An office headed by Miss Mary C. 
McKeon has been opened at 9 Park 
street, Montclair, N. J., as a branch of 
the Bethea agency at Newark. Miss 


McKeon is the first woman in New 
Jersey and the second in the U. S. to 
receive such an assignment from Pru- 
dential. She has been a division mana- 


1950 transferring 
to Oakland. 


Norris Erickson 


Prudential 


Frank R. Felhein, formerly staff 
manager in the Cabrillo district of San 
Diego, has been named training con- 
sultant at the Los Angeles regional 
home office of Prudential. He joined 
the company at San Diego in 1950. 

Wallace A. Slaughter, manager for 
Prudential at Kokomo, Ind., has been 
promoted to agency service rep- 
resentative for northern Indiana. He 


ger of the agency in charge of its first 
women’s unit since 1952, the first 
woman in the company to hold such a 
post. This group, seven of its nine 
members being women, accompanied 
her to Montclair. Miss McKeon, with 
Prudential since 1946, is a CLU and 
WQMDRT qualifier. She is executive 
vice-president of New Jersey Assn. of 
Life Underwriters and past president 
of the Newark association, the first 


has been with Prudential 25 years, 22 woman to hold either job. 








8 New Visual Proposal Forms 
Attractively designed, beautifully colored, for illustrat- 
ing— 

@ young son plan—all advantages of buying early 

®@ young man’s plan—for sound financial planning 

@ assured college plan—a Dad’s best investment 

e working girl’s plan—savings, Social Security 

@ mortgage pay-off plan—a wonderful family gift 

@ wife-income plan—to cover the blackout period 

@ pension “fun” plan—for guaranteed retirement 

e@ all purpose plan—a simple programming system 
i Introductory Test Kit, 2 of each form, $2 post- 
paid. 
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Massachusetts Mutual 


Robert S. Phillips has been appointed 
general agent at Fresno, Cal., to suc- 
ceed James Stram- 
ler, who has re- 
signed to join 
Prudential. Mr. 
Phillips, 
of West Coast Life 
at Fresno for the 
past year, was su- 
pervisor of Pacific 
Mutual at Modesto, 
Cal., from 1953 to 
1956. 


office has 
opened in Miami, 
at 203 South West 
13th =street. A. 
Bradford Mosher, with Massachusetts 





R. S. Phillips 


Mutual at Jacksonville for several 


years, has been named district group 
representative in charge of sales and 
service at the new office. The entire 
operation is under the supervision of 
Stanley Johnsen, southern regional 
group manager. 

Charles L. Aderholt has been named 
district group representative at Jack- 
sonville to succeed Mr. Mosher. 


Kansas City Life 


Stanley H. Wasser has beén ap- 
pointed general agent for Broward, 
Dade and Monroe counties, Florida, 
with headquarters at 809 Ainsley 
building, Miami. Mr. Wasser has been 
in insurance at Miami for a number of 
years and has considerable managerial 
experience. For four years he was 
with the veterans administration as 
senior contact representative and re- 
gional insurance officer. 


Guardian Life 


Richard L. Dodson has been appoint- 
ed manager of Guardian life at Shreve- 
,- port. He entered 
ithe business with 
General American 
at Houston in 1946 
and went to the 
office to 
on field 
training and sales 
promotion in 1952. 
‘He was _ trans- 
ferred to Shreve- 
sport as manager 
is in 1956. Mr. Dod- 
son succeeds F. C. 
R. L. Dodson Brinkmann Jr., 
dean of Guardian managers with more 
than 40 years’ service. He has retired 
from management responsibilities un- 
der the provisions of the regular re- 
tirement plan, and will devote his time 
to serving personal clients. 


Great-West Life 


J. W. Scott has been appointed su- 
pervisor of the southeastern Ontario 
branch of Great-West Life at Kingston. 
Mr. Scott joined the company in 1956 
at Kingston. 

Another Great-West appointment is 
A. B. McGaw, who has been named 
assistant group supervisor at Toronto. 
Mr. McGaw joined the company at the 
head office in Winnipeg in 1946 and 
was transferred to Toronto in 1951 
where he was appointed a group rep- 
resentative last year. 


Life & Casualty of Tenn. 


E. L. Fulmer, state supervisor, has 
been promoted to district manager at 
Brownwood, Tex. Promoted to staff 
managers of Life & Casualty of Ten- 
nessee were E. G. Harrison, Montgom- 
ery, Ala., N. W. Trexler, Charlotte; O. 
G. Embry, Kansas City; R. F. Coker, 
Miami, and H. F. Grey, Florence, S. C. 


Life of Virginia 
Edwin W. Scott, associate manager 
at Richmond, has been promoted to 











manager 


A district group 
been 


— 


field training supervisor. He will gy. 
pervise the training of Life of Virgin; 
agents in Virginia district offices, 

Charles L. Ligon, who joined th 
compary in 1949 at Richmond, hy 
been promoted to associate manag 
succeeding Mr. Scott. 


Bankers Security Life of N. Y, 

Samuel Flomen has been appoint 
general agent of Bankers Security 
Philadelphia. Harold L. Lipkin is map. 
ager. 


Washington National 


Wayne Sproule has been appointg 

pri general agent 3 
Phoenix, Ariz,, for 
Washington Na. 
tional with office; 
at 1628 East Qs. 
born Road. My 
Sproule enterg 
insurance in 19%) 
in Wisconsin an 
in 1953 moved ty 
Phoenix where he 
continued as 4 
personal producer 
and trainer prior 
to joining Wasb. 
ington National, 





Wayne Sproule 


Equitable Society 


George H. Olson, assistant cashier 
since 1946 at Sioux Falls, S. D., has 
been named cashier at Oakland, Cal, 
to replace Wilbur S. Campbell, retire 
for ill health. Mr. Olson joined Equi- 
table as cashier’s clerk at St. Paul, 
Minn. in 1928. 

Equitable Society has named as unit 
managers Francis F. Fata, Tex.; John 
P. Linger, Sunnyvale, Cal.; John YW, 
Parker, San Rafael, Cal.; Richard F, 
Matthews and Lyle B. Scott, both Glen- 
dale, Cal., and Clarence L. Porter, 
Amers, Ia. 


Aetna Life 


James D. Schoettler has been pro- 
moted to assistant general agent at 
Fresno. He joined Aetna Life at Fresno 
in 1950 and later was promoted to su- 
pervisor. 

Stanley W. Schember has been ap- 
pointed district manager of the new 
San Jose office of the San Francisco 
general agency. He joined Aetna Life 
at San Francisco in 1946 and advanced 
to assistant general agent: 


Mutual Trust Life 


Gerald J. Franksen has been named 
general agent at St. Paul for Mutual 
Trust Life. The new general agency 
offices will be at 402 Pioneer building. 
Mr. Franksen entered insurance in 
1946, and since that time has had ex- 
perience as personal producer and 
agency supervisor and as manager at 
St. Paul for another life company. 


The Unity Mutual 
Life Insurance Company 
of New York 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 


HOME OFFICE—SYRACUSE, N. Y, | 
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Phoenix Mutual Life 


Charies Arnold has been named su- 

rvisor for Phoenix Mutual Life in 
northwestern Ohio with headquarters 
at the Toledo agency. 


Midland Mutual Life 


Harry V. Winfree Jr. has been ap- 

inted general agent at Quantico, Va., 
for Midland Mutual Life. His territory 
will include six northern Virginian 
counties. A life member of the Million 
Dollar Round Table, Mr. Winfree has 
peen in insurance for 11 years. 


lincoln National Life 


Thomas J. Farrell has been appoint- 
ed supervisor of the Ulrich-Johnson 
agency of Lincoln National Life at 
Oakland, Cal. He joined the company 
in 1954. 


Connecticut General 


John R. Adams and Robert B. Grote 
have been named assistant managers 
at Hartford. They have been Connect- 
icut General staff assistants at Hart- 


ford. 


Mutual and United of Omaha 


Rex D.. Linkous has been appointed 
sales manager and J. Gail Porter 
service manager of the Indiana office 
at Indianapolis of Mutual Benefit 
H&A and United Benefit Life. They 
replace general agent John McGurk 
who is retiring after 25 years with 
the two companies. 

Mr. Linkous has been with Mutual 
since 1948 when he joined the Hun- 
tington, W. Va. office as a salesman. 
He was made district manager at 
Charleston in 1951 and in 1953 joined 
the home office sales training staff as 
southern regional director at Macon, 
Ga. From 1955 to his latest appoint- 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 





MANAGEMENT 
CONSULTANTS 


O'TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 




















BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 














soervice Guide « 


ACTUARIAL COMPUTING 
SERVICE, INC. 


2 684 West Peachtree 


Street, N. W., Atlanta 8, 














Georgia, Telephone 
TRinity 5-6727. 
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Southern Round Table 
Boasts Top Program 
for May 12-14 Meeting 


Southern Round Table of Life Ad- 
vertisers Assn. promises a “dividend 
paying” program at its May 12-14 
meeting at the Edgewater Gulf hotel, 
Biloxi, Miss. The meeting will be de- 
voted to a problem in public relations, 
consumer advertising, sales campaigns, 
and business gifts. Each subject will 
be developed by audience participation 
under the leadership of a specialist in 
the subject. 

Another session will be a panel 
discussion on “celebrating specific 
events.” Panel members will be an- 
nounced later. 

Harry Nelson, Life & Casualty of 
Tennessee, is president of Southern 
Round Table. Jay Leavell, Guaranty 
Savings Life of Alabama, is in charge 
of the committee planning the pro- 
gram. 








ment, he served as director of field 
operations. 

Mr. Porter has been with the com- 
panies for nine years, beginning in the 
home office accounting department. 
In 1952 he was transferred to the al- 
location department and a year later 
was promoted to administrative as- 
sistant. In 1954 he joined the newly 
formed internal audit department and 
later that same year moved to life 
training department in an administra- 
tive capacity. 


State Mutual Life 


Victor L. Grigal, assistant super- 
intendent of agencies, has been named 





John R. Black 


Victor L. Grigal 


agency manager at Baltimore, to 
succeed Charles W. Earnshaw. A grad- 
uate of the Wharton school, Mr. Gri- 
gal entered the Life business in 1950 
with John Hancock at Baltimore. Be- 
fore joining State Mutual, he was with 
Penn Mutual, having started in 1953 
as supervisor at Philadelphia, and 
later advancing to assistant director 
of training in the home office. 

John R. Black, former general agent 
for Lincoln National, has been ap- 
pointed manager for State Mutual 
with headquarters in Phoenix. He 
entered the life business in 1955 with 
Lincoln National. 








Insurers Must File To Do 
Business Overseas With 


Armed Service Personnel 


WASHINGTON—The Department of 
Defense reminds life insurers wishing 
to solicit business from U. S. armed 
services personnel stationed in foreign 
areas that they are required to file an- 
nual applications for accreditation be- 
tween May 1 and June 30. 

Minimum policy requirements for 
insurers writing business at U. S. over- 
seas military, naval and air force in- 
stallations are outlined in the de- 
partment’s instruction 1344.1, issued 
Dec. 15, 1955, and in title 32, chapter 1, 
part 14la, of the Federal Register for 
April 26, 1956. Copies of these refer- 
ences are available from the Chair- 
man of the Life Insurance Board, Of- 
fice of the Assistant Secretary of De- 
fense (Manpower, Personnel & Re- 
serve), Pentagon, Washington 25, D. C. 
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take a look at 
State Life... 


State Life is on the march with new programs . . . new leader- 
ship . . . new agencies being established in many states. If 
you’re interested in ‘‘going places’ —building your own agency 
—look to State Life and the many advantages offered... a 
liberal contract, success-proven training programs, aggressive 
selling aids, and a complete line of up-to-date, low-cost poli- 
cies. Write for full details. 
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IBM STATISTICAL SERVICE 


814 American Bidg. 


Home Office Cedar Rapids, lowa 
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3501 CADILLAC TOWER 
1106 WILLIAM OLIVER BLDG. 


ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
= [1] = 
INSURANCE ACCOUNTANTS 

DETROIT 26, MICH. 


ATLANTA, GA. 





Haight, Davis & Haight. Inc. | 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Indianapolis Omaha 


























ILLINOIS 








INSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 


| CARL A. TIFFANY & CO. 
co 











NEW YORK 


Consulting Actuaries 
Auditors and Accountants 








Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 




















Harry S. Tressel & Associates 


Consulting Actuaries 


10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.1.A. Irma Kramer 
M. Wolfman, F.S.A. Wm. P. Kelly 
N A. Moscovitch, F.S.A. D. W. Sneed 
A. E. Selwood 


FRanklin 2-4020 





PENNSYLVANIA 
Actuaries 


Consultin 
ccountants 


E. P. HIGGINS AND 
COMPANY 


(Frank M. Speakman Associates) 
Eugene P. Higgins Bourse Building 
Clayton Williams Philadelphia 6, Pa. 
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Mutual Benefit Lite Giving Priority 
to Solving Policy Pricing Problem 


(CONTINUED FROM PAGE 1) 





Johnson of Institute of Life Insurance, 
guest speaker at the banquet, on the 
work of the institute, with special ref- 
erence to the new institute anti-infla- 
tion advertising program. 

e Received with pleasure a public re- 
lations manual prepared by Public Re- 
lations Director Donald E. Lynch and 
his staff. 


WANT ADS 


Rates—$20 per inch per insertion—1 inch mini- 
mum—sold in units of half-inches. Limit—40 words 
per inch. Deadline 5 P. M. Friday in Chicago office 
—175 W. Jackson Blvd. Individuals placing ads are 
requested to make payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 














LIFE 
UNDERWRITER 
(Non-Saies) 

This rapidly-growing young company has 
a vacancy for a man with three years or 
more home office underwriting experience 
in a direct mail situation. (Selling experi- 

ence will not qualify.) 

This is a permanent career opportunity 
with significant opportunity for advance- 
ment. The permanent location is Washing- 
ton, D. C. Salary commensurate with ex- 
perience. 

Candidates should be in late twenties or 
early thirties, and have some college back- 
ground. 

Please reply in writing to Director of Em- 
ployment, Government Employees Insurance 
Company, 4th & L Streets, N. W., Wash- 


ington, D. C 








ACTUARIAL OPPORTUNITY 

Young Actuary, Fellow or Associate, wanted by 
well known progressive eastern company, 
million Ordinary in force. Salary commensurate 
with experience and examination progress. For 
the man who wants to get into responsible work 
promptly. Ultimate opportunities not limited to 
actuarial division. Address Box #T-2, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








WANTED TO BUY 
Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P. O. Box 463, 
CHICAGO 90, ILLINOIS. 








ACTUARIAL POSITION 


Position of Junior Actuary open in a 
Consulting Actuarial office, located in 
Chicago. Write Box T-17, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








HOME OFFICE UNDERWRITER 


Excellent opportunity for young man with mini- 
mum 5 years underwriting experience. Company 
in midwest with approximately one billion ordi- 
nary in force. Salary commensurate with experi- 
ence and training. Address Box T-16, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illi. 








AVAILABLE 


Currently ——- General Agent, age 43, de- 
sires personal production affiliation in Pittsburgh 
area. Immediate million and a half yearly pro- 
duction potential. Would consider secondary 

9g t responsibilities. Reply confidentially 
to Box T-20, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 











ACTUARY WANTED 


Actuarial consulting firm in midwest desires 
Actuary or Assistant Actuary for expanding 
staff. Liberal starting salary plus profit-sharing. 
All replies held in strictest confidence. Address 
Box T-30, c/o The National Underwriter Co., 175 
W. Jackson Blyd., Chicago 4, Ill. 











e Applauded H. Douglas Palmer, di- 
rector of agencies, for the fine program 
he had charge of putting on and for 
his deft and expeditious technique of 
presiding as chairman. 

e Wound up their conference with a 
talk by Agency Vice-president Charles 
G. Heitzeberg in which he urged thor- 
ough, conscientious service to policy- 
holders as the best antidote to the kind 
of competition that keeps the agent 
awake at night. 

Announcement of the new policy 
contract took no one unaware but 
there was a surprise, and a pleasant 
one, in finding that each general agent 
was being permitted to buy, on a guar- 
anteed issue basis, one of the first of 
the new policies, in the amount of 
$2,500. 

The policy is in the form of a book- 
let, 44% by 914 inches, with 20 pages in 
addition to the covers. It is a drastic 
departure from the usual “accordion” 
format. It is printed attractively in two 
colors. One page indexes alphabetical- 
ly the various subjects covered in the 
policy. Mathematician Paul T. Rotter 
explained that in addition to the new 
format, many contractual changes have 
been made which put in contract form 
practices in long use by the company. 
In addition, other rights are made 
available for the first time. He pointed 
out that the new policy arrangement 
makes it easier to pinpoint the policy 
plusses, including the new ones that 
have been added. 

Mr. Rotter said the committee that 
developed the policy was instructed to 
simplify the language. 

“We believe that the average policy- 
holder will find this policy easier to 
read and understand,” he said. “While 
many companies have publicized a re- 
duction in the number of words in 
their new policies, we have not taken 
the position that brevity is synony- 
mous with clarity.” 

Mechanization is used extensively in 
issuing the new policy and it is so de- 
signed to be adaptable to still more 
advanced machines now on the draft- 
ing boards. 

Francis L. Merritt, director of train- 
ing, said records of hundeds of tests 
of prospective agents show that the 
man who is debt-ridden should be 
summarily ‘rejected “unless he is a 
truly outstanding candidate in every 
sense of the word.” 

Mr. Merritt, who has devised an 
agent selection system based on a bat- 
tery of standard psychological tests, 
together with other evaluation tech- 
niques, showed how a personality pro- 
file based on 33 scoring factors is used 
to help decide whether a prospective 
agent should be taken on or rejected. 
Four of these factors have to do with 
mental capacity, 14 with temperament, 
and 15 with vocational interest pat- 
terns. 

In a sample profile distributed to his 
audience, Mr. Merritt pointed out fac- 
tors that would almost certainly doom 
the man to failure in selling life insur- 
ance, despite many other apparently 

favorable traits. This candidate had 
high vocabulary and social intelligence, 
also highly developed literary inter- 
ests. But he ranked far down the scale 
in sales sense, in self-sufficiency, self- 
confidence and, though high in socia- 
bility, he was low in social dominance, 
social boldness, meaning low persua- 
siveness in face-to-face situations. He 
was low in emotional stability, indicat- 
ing that he couldn’t face up to turn- 


downs, interview obstacles, and the 
like. 

This man’s vocational interest pat- 
tern. showed he was more at home 
with marginal industrial workers than 
with people better able to afford life 
insurance. He was only in the 30th 
percentile for specific life insurance 
sales aptitude indicating he _ shies 
away from vigorous, face-to-face sell- 
ing routines. 

A highly important factor in a man’s 
success potential, said Mr. Merritt, is 
his capacity for “personal adjustment.” 
Some men are able to move from one 
life into a vastly different one, such as 
selling life insurance, simply by “shift- 
ing gears’; others have an innate re- 
sistance to such adjustments and make 
them only with the greatest difficulty 
or not at all. 

“In this connection it must be re- 
membered,” Mr. Merritt observed, 
“that great adjustment is involved also 
for the man’s family. Sometimes he 
can adjust but his family cannot, and 
this introduces another failure factor.” 

Financial. Vice-president Milford A. 
Vieser said the major economic prob- 
lem today is inflation, “the persistent 
erosion of our people’s savings, which 
threatens to destroy the very incentive 
to save.” He lauded the Federal Re- 
serve Board’s action in curbing the in- 
flationary expansion of credit. He said 
credit is still available to worthy bor- 
rowers at rates that are low in com- 
parison to the rest of the world and 
past periods. He. said Mutual Benefit’s 
net interest rate before income taxes 
during 1956 was 3.72%, up 14 basis 
points. 

Mutual Benefit’s aviation death 
claims nearly equaled those due to 
automobile accidents, Vice-president 
William F. Ward reported. Aviation 
caused $500,000 in 1956 claims as 


against $600,000 for automobile acg. 
dents. More than half of the aviation 
total involved cases in which the com. 
pany had no idea at time of issue tha 
the applicant would become a pilot of 
a private plane. Only about one-thinj 
of the aviation losses were due to com. 
mercial aviation. Mr. Ward said that 
although the 1956 aviation losses were 
distorted by one large claim, the 
amounts are still impressive eyey 
without that case. 

Mutual Benefit declined only about 
3% of applicants in 1956, nearly aj 
because of severe physical impair. 
ments. 

John J. Magovern Jr., vice-president 
and counsel, who is chairman of the 
joint American Life Convention-Life 
Insurance Assn. of America committe. 
that is dealing with several matters of 
federal tax legislation, said he seeg no 
chance for passage at this time of the 
Jenkins-Keogh type of legislation tha 
would exclude from taxable income 
payments made to individual retire. 
ment plans by persons not now under 
social security. 

He also expressed the opinion that 
Treasury proposals to restore the pre. 
mium-payment test for includibility of 
life insurance proceeds for estate tax 
purposes and to disallow income tax 
credit on money borrowed to buy life 
insurance on the bank-loan plan would 
not be adopted. He said there are in- 
dications that compromises may be of: 
fered on _ both. 

“I am not here to take sides or speak 
on the attributes or deficiencies of so- 
called bank-loan business,” Mr. Ma- 
govern said. “However, I have been 
and still am opposed to the use of the 
power of taxation per se to correct or 
regulate the operations of a business, 

“We have seen too many instances 
where the power to tax has not been 
used for ‘revenue but as a use of police 








Mutual Benefit Awards Agency Trophies 


Laurance W. McDougall of Cleve- 
land received Mutual Benefit Life’s 
top agency award, the president’s tro- 
phy, at the annual general agents’ 
meeting at Boca Raton, Fla., from 
President H. Bruce Palmer. 

The trophy, presented to the general 
agent adjudged to have had during the 
previous year the best all-’round agen- 
cy, is based on quality and amount of 
new business, success in recruiting and 
training new men, and maintaining 
production among established agents. 

Runners-up for the president’s tro- 
phy were William T. Earls, Cincinnati, 
and Raleigh R. Stotz, Grand Rapids. 

The new organization award for re- 
cruiting and developing new men went 
to two agencies sharing first-place 





Laurence McDougall, left, general 
agent at Cleveland, is the winner of 
the Mutual Benefit Life’s 1956 Presi- 
dent’s Trophy. He is shown with Mrs. 
McDougall and H. Bruce Palmer, Mu- 
tual Benefit president. 


honors—Mr. Earls and Paul L. Gui- 
board, Newark. August C. Hansch, Dal- 
las, and Hollis L. Woods, Hartford, 
shared runner-up honors. 

Quality business was recognized in 
the presentation of the Jones and the 
mathematician’s awards. The former 
went to Herschell Emery, Nashville, 
with Gilbert F. Dittmer, Toledo, run- 
ner-up. The latter award was won by 
Edgard D. Carlough, Albany. Mr. Ditt- 
mer and James M. Johnson, New Or- 
leans, shared second-place honors. 
Both awards were presented by Math- 
ematician Paul T. Rotter. 

Vice-president Heitzeberg presented 
to Mr. Carlough the award for the best 
agency bulletin. 

M. James Houlihan, Saginaw, Mich, 
retiring president of the general 
agents’ association, was toastmaster at 
the banquet, where the awards were 
presented. 

Seven agencies were singled out for 
recognition for their outstanding per- 
formance during the company’s Octo- 
ber, 1956, sales campaign, “the duel.” 

The Otto agency in Detroit, the 
Zackary agency in Wichita and the 
Dittmer agency in Toledo won the 
awards offered by Chairman W. Paul 
Stillman for quality business written 
during “the duel.” 

Awards were presented to the agen- 
cies that submitted the highest per- 
centage of business over their quota 
during the campaign: in group 1, Al- 
fred J. Lewallen, Miami; in group 2 
Robert R. Tebow, Birmingham; and in 
group 3, Norman E: Andersen, Chicago. 

The Earls agency in Cincinnati re- 
ceived an award for submitting the 
highest volume of business during the 
sales campaign. 
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power for business or social reform. I 
consider that to be unsound. Hence, 
when considering the subject of ‘bank- 
joan’ business we should not let any 
pelief we may have as to its supervi- 
sion or control beguile us into inappro- 
priate tax legislation.” 

Another difficulty to be overcome 
pefore the problem can be adequately 
attacked, said Mr. Magovern, is the 
misconception that a life insurance 
policy is similar to a tax-exempt secu- 
rity. 

wThis statement is inaccurate,” he 
declared. “To check this inaccuracy, all 
one need do is look at the sections of 
the code which provide for the taxa- 
tion of annuities or the proceeds of life 
insurance which mature or are realized 
on other than by the death of the in- 
sured.” 


Reporting on the long-range perma- 
nent and organized program of expense 
reduction and control begun three 
years ago, James P. Moore Jr., vice- 
president and comptroller, said the 
plan developed consisted of budgetary 
control, work measurement, methods 
and work simplification, and _ cost 
analysis and functional costs. Savings 
were derived from more than 150 
items or activities and have been sub- 
stantial. Expense reduction and control 
in a life company, said Mr. Moore, is 
basically a problem of organization. 

Mutual Benefit’s new district agency 
development plan, described by Jack 
R. deWard, director of agency finance, 
will be limited during 1957 to about 10 
district agency operations. After expe- 
rience has been gained, it will be ex- 
tended on a broader scale. 

The new program is aimed at assist- 
ing general agents in setting up dis- 
trict agencies in good-sized population 
areas near the general agency city. 
Such factors as increasing population 
and the physical shifting of the na- 
tion’s industry and economy have cre- 
ated large markets for life insurance 
in this type of area. 

For the man given the post of dis- 
trict supervisor the plan gives a suc- 
cessful agent who desires management 
experience a chance to increase his 
income and demonstrate his ability in 
selection, recruiting, training, joint 
work, and supervision, Mr. deWard 
said. It will also provide the advan- 
tages of a better organization geared to 
exploit the market possibilities. 

The new public relations manual is 
a book with 40 letter-size pages, loose- 
leaf to permit material to be removed 
for study, reference, or discussion and 
to allow addition of other pages as 
they are issued by the public relations 
department. The manual explains 
what constitutes news likely to be 
used by a local paper, how to prepare 
news releases, use of pictures; timing, 
coverages and deadline; how to deal 
with editors, arranging interviews and 
press conferences; speaking before 
groups; radio and television publicity; 
space in publications other than news- 
papers; use of advertising; publicity 
for appointments of general agent and 
agents; agents’ anniversaries, and how 
fo get the most public relations value 
mq a visit by the company’s presi- 
lent. 


Service to policyholders “pays off in 
a big way,” said Agency Vice-presi- 
dent Heitzeberg in his address that 
concluded the conference. 

“The life insurance man who sells 
Properly and services properly doesn’t 
have the kind of competition that 
keeps him awake at night,” he de- 
dared, “He really is engaged in mar- 
teting a genuine service that is valued 





far more than the latest new price 
tag.” 

Mr. Heitzeberg gave some figures 
showing how a group of 10 highly suc- 
cessful Mutual Benefit agents make 
policyholder service pay. These 10 
agents paid for a total of $11,597,000 
of business in 1956, of which $5,461,000 
was written on their old policyholders. 
Thus, 47% of their production came as 
a result of servicing their present cli- 
entele. 

He cited another example, using a 
group of 10 million-dollar producers, 
all located in one state, who sell on a 
service basis. They sell four out of five 
cases they present, their closing ratio 
is one out of 1.2, and their average 
case exceeds $25,000. 

“There are no gimmicks, there are 
no home office aids, there is nothing 
in and of itself that will give an agent 
the success we want him to have,” 
said Mr. Heitzeberg. “There are many 
things we can do to help him, but 
those things together make a powerful, 
but incomplete, mosaic. 

“The missing piece, and the one that 
only dedication and proper training 
can supply is unselfish, conscientious 
policyholder service. 

“It will be our purpose, in addition 
to all other 1957 purposes, to help you 
reinforce the sharpest competitive tool 
of all: high-level, qualified, capable 
service to your policyholders. We be- 
lieve this to be the true heart of the 
matter.” 

Mr. Heitzeberg congratulated the 
agency force on establishing many new 
production records during 1956. He al- 
so cited the establishment during the 
past year of six new agencies and the 
reaching of a record number of full- 
time agents. 

Mr. Heitzeberg predicted another 
banner year for 1957, saying that an 
analysis of the general agents’ plan 
books for 1957 indicates that the com- 
pany will set new records this year. 





Form Group Million Dollar Club 
General American Life, a pioneer in 
the group business, has formed a 
Group Life Million Dollar Club. The 
company in 1956 had group sales of 
$201,082,097, which brought group life 
insurance in force to a total of $1,629,- 


DEATHS 


OSCAR W. JOHNSON, 73, retired 
president of the former Security Life 
of Chicago, died at West Palm Beach. 
The company was reinsured by Cen- 
tral Life of Chicago (now Central 
Standard) in 1932. 











Questions New Okla. 
Non-Can A&§& Ruling 
Allowing Some Changes 


The recent Oklahoma non-cancella- 
ble A&S ruling was questioned by 
James L. Moorfield, assistant counsel 
of Paul Revere Life and Massachu- 
setts Protective, in an appearance 
before Massachusetts legislative in- 
surance study commission at its meet- 
ing in Boston. The commission was 
directed by the Massachusetts legisla- 
ture to study a number of insurance 
problems, including cancellation of 
A&sS policies. 

Mr. Moorfield said the ruling would 
permit a change in coverage provi- 
sions and re-underwriting merely on 
other than an individual basis. It thus 
does not appear limited to changes on 
a class basis, and would seem to per- 
mit changes on two or more policies 
or on a family basis. He said such 
changes could be in the risk or in the 
benefits, as well as in the premiums. 
This would mean that specific condi- 
tions, as cancer, tuberculosis, heart 
ailments or atomic poisoning could 
be ridered out on other than an indi- 
vidual basis. Similarly, the benefits 
could be cut 10% or 70 or some other 
percent. A policy with these permis- 
sible limitation and providing also for 
a change in premium, benefit and risk 
would leave only the shell of a non- 
cancellable policy and should not be 
called non-cancellable or guaranteed 
renewable, he added. 

The principal clause of the Okla- 
homa ruling issued over the signature 
of Horace G. Rhodes, assistant com- 
missioner is as follows: “Non-cancella- 
ble accident and health policies are 
deemed to be those policies which 
cannot be cancelled by the insurer 
and which are guaranteed renewable 
to at least age 55 or for at least five 
years if issued at ages in excess of 49, 
and in which the insurer is precluded 
from changing coverage provisions or 
otherwise reunderwriting on an indi- 
vidual basis after the effective dates 
of such policies and while they are in 
force.” 

Mr. Moorfield suggested to the com- 
mission that it await the completion 
of the study of non-cancellable defini- 
tions by the subcommittee of the A&S 
of National Assn. of Insurance Com- 
missioners. The chairman of this sub- 
committee is Director Pansing of Ne- 
braska. 

Mr. Moorfield pointed out that the 
ruling completely reversed a previous 
ruling issued a few months ago that 
had outlawed entirely the writing of 
the adjustable premium policy. Now 
Oklahoma graces a weaker form of 
that policy which it had said was “in- 
equitable to the policyholders and are 
ripe for misrepresentation in the mar- 











Boston General 
Agents & Life 
Managers Assn. 
held dinner in hon- 
or of the “man of 
the year 1956” in 
each Boston life 
agency. Sixty lead- 
ers were presented 
framed scrolls by 
James M. Voss, 
general agent of 
Union Mutual Life 
and president of 
the association. 


Shown, left to right, are Thomas C. Walsh Jr., manager of Prudential and 
treasurer of the association; Harold J. O’Toole, “man of the year” in the Voss 
agency; Mr. Voss; William J. Bird, managing director of Boston Chamber of 
Commerce, the guest. speaker; and Henry M. Faser Jr., general agent of Penn 
Mutual and chairman of the dinner committee. 





Three-year-old DeEtte Root re- 
ceived Occidental Life of California’s 
first electronic policy (a $2,000 en- 
dowment-at-18 plan for her educa- 
tion) from President Horace W. Brow- 
er, left, and vice-president William B. 
Stannard. New policy form, which is a 
result of two years of study, will en- 
able the company to eliminate all of 
the hand-typewritten data, substitut- 
ing electronic printing equipment ca- 
pable of producing more than 600 
words per minute. 








keting thereof” -with the title of non- 
cancellable, he added. 

He referred to Massachusetts as the 
cradle of policyholder disability se- 
curity, especially in the field of non- 
can. He expressed confidence in the 
Massachusetts department as lending 
encouragement to A&S of all kinds 
—cancellable, non-cancellable, and 
modified forms of each—and as doing 
so in the public interest. A non-can 
policy should guarantee the premium, 
the benefits, the risk covered and the 





continuable rights, Mr. Moorfield 
stated. 
IAAHU Names C. E. Rea, 


Emerson Davis to Board 


Charles E. Rea, American Life & 
Casualty, Toronto, and Emerson Davis, 
Inter-Ocean, Dallas, have been ap- 
pointed to the board of International 
Assn. of A&H Underwriters. Mr. Rea, 
a member of the Canadian Parliament 
and former board member of HIAA, 
will be zone chairman of eastern and 
central Canada. Mr. Davis replaces 
John Delaney, American General of 
Houston, who resigned. Mr. Davis will 
be zone chairman of Texas, Oklahoma, 
Arkansas and _ Louisiana. 


STOCKS 


By H. W. Cornelius Bacon, Whipple & Co. 

135 S. LaSalle St., Chicago, March 13, 1957 
Previous Current 
Week’s Bid Bid Asked 


























Aetna Life  ......se 176 177 180 
Beneficial Standard 17% 17% 18% 
Cal.-Western States 83 83 87 
Colonial Life .............. 89 90 94 
Columbian National 814%. 86% 88% 
Commonwealth Life .......... 19% 20 21 
Connecticut General .......... 256 255 260 
Continental Assurance ......... 115 113 115 
Franklin Life .......ccscsscssseeesee 93 93 95 
Great Southern Life 77 78 Bid 
CE I inci ccicicticinpaoccersinin 27 26% 27% 
Jefferson Standard . 88 8842 90 
Kansas City Life ........ 1065 1110 1130 
Life & Casualty ...ccccccsccseee 20% 20% 21% 
Life Insurance Investors... 14% 14 14% 
Life of Virginia ..........00s0 9642 98 102 
Lincoln National ........ 208 205 210 
National L. & A. wo. 84 8442 864% 
North American, II1. .... 18 18 19% 
N. W. National Life ...... 88 88 92 
Ohio State Life .......... 273 272 280 
Old Line Life .............. 57 57 60 
Republic Natl. Life .. 384 — _ 
Southland Life ............ 81 83 87 
Southwestern Life 90 93 98 
Travelers oc... 73 75%, 6%, 
(Eb 1) SERRE E iy erie © 22 22 23 
UW. S. Life .....s.0 26% 27 28 
West Coast Life ........ 454% 46 48 
Wisconsin National ............ 54 54 58 
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Praises NW Mutual 


in U. S. Senate Remarks 
Sen. Wiley of Wisconsin in the U. S. 
Senate on March 5 paid tribute to 
Northwestern Mutual Life on its cen- 
tenial celebration and had his re- 
marks extended to the Congressional 
Record of March 7. He also included in 
the Record several recent articles and 
an editorial from the Milwaukee Jour- 
nal which traced the history and de- 
velopment of Northwestern Mutual 
and cited some of its civic activities. 
“The statistics of Northwestern’s 
growth are awe-inspiring,” Mr. Wiley 
said. “It is the 14th largest business 
enterprise in the United States in as- 
sets; it is the sixth among life insur- 
ance companies; and it is the largest 
west of the Atlantic Seaboard... . 
“But these breathtaking statistics 
do not begin to convey the human 
story of what Northwestern Mutual 
has meant to its policyholders. It is 
an insurance company with a heart. 
It is also an insurance company with 
a sound head. It has been conserva- 
tive in its policies, and yet, it has 
been pioneering in its new effort.” 





Brooks Tells How He 
Made $2 Million on ICT 


(CONTINUED FROM PAGE 1) 
also said that he has bought back 
6,800 shares of the life company’s 
stock and that in all of the deals he 
had realized a profit of about $2 mil- 
lion. 

President Cage also testified that 
after he took office about 13 months 
ago a partial audit was made showing 
that BenJack Cage, his cousin and 
former president, owed ICT at least 
$302,000. He also said that a document 
was revealed that purported to show 
that officials of the company had “‘for- 
given” the former president some 
$965,000. 

In addition President Cage, in an- 
swering a question as to when he first 
knew the ICT was insolvent, said: 
“When the board (of insurance com- 
missioners) informed me Jan. 29, 
1957.” 

Mr. Cage is scheduled to resume his 
testimony before the committee this 
week, 


Satford, Williams to Top 


Posts of Western & Southern 


(CONTINUED FROM PAGE 1) 


sorbing Pennsylvania Mutual in 1954, 
acquiring ownership of Life of Mis- 
souri last year and entering 15 addi- 
tional states. 

Dr. C. M. Barrett, medical director 
since 1951 and a director of the com- 
pany since 1954, was elected vice- 
president. 

The new building will be directly 
north of the present Fourth street 
main office building, running from 
Broadway to McAllister street. It will 
connect with the annex building on 
McAllister street by a four-level 
bridge. 


To Form Lite Compny in W. Va. 


West Virginia Insurance Manage- 
ment Corp. has been formed at Hunt- 
ington, and it will form and operate 
a new life insurer, according to Vin- 
cent J. Probislo, president. Mr. Prob- 
islo, formerly of Denver, has been in 
insurance 30 years, beginning in 1927 
with Mutual of New York. He is past 
president of Kansas Assn. of Life Un- 
derwriters and Colorado A&H Assn. 
He is a director of International Assn. 
of A&H Underwriters. 


Part of A&S Program 
of LIAMA Is Ready 


The keynote of LIAMA’s A&S con- 
ference April 15-17 at the Edgewater 
Beach hotel in Chicago is the respon- 
sibility and challenge confronting top 
management when the company offers 
both A&S and life. S. E. McCreless, 
president of American Hospital & Life, 
opening speaker, will treat this topic. 

John P. Meehan, Boston manager of 
Mutual of New York, will discuss the 
value of being able to offer a recruit 
A&S, as respects the recruit’s income, 
financing, and long-run success. 

Stuart C. Ferris and Kenneth L. 
Hobbs, LIAMA staff representatives, 
will enact how to present the career in 
a company selling both life and A&S. 

William B. Stannard, vice-president 
of Occidental Life, and president of 
LIAMA, will. bring greetings. 

An evening session will feature a 
forum on trends in new A&S cover- 
ages with W. G. Alpaugh Jr., president 
of Inter-Ocean, as moderator. Partici- 
pants will be Wilbur W. Hartshorn, 
superintendent of agencies of Metro- 
politan Life; H. Stanley Marmaduke, 
assistant vice-president of Atlantic 
Life; and Jack E. Rawles, 2nd vice- 
president of Lincoln National. They 
will consider recently developed “paid- 

’ A&S policies, the new overhead 
expense policies, and deductibles in 
major medical and hospital. 


North American L. & C. 
Revises Income Disability 

North American Life & Casualty has 
revised its monthly income disability 
provisions to provide coverage prior to 
age 60, rather than to age 55, and to 
pay monthly income as of fourth 
month of disability. In general, rates 
for this provision have been reduced. 


Northern Cal. Sales 
Caravan Goes on Tour 


The northern California sales cara- 
van has embarked on its 1957 tour and 
will appear in 14 communities by 
April 10. On the latter date the cara- 
van will visit Eureka for a dinner 
meeting of the newly organized Hum- 
boldt county association. Caravan 
speakers are Jack Hanley, Equitable 
Society, Oakland; Gene Kronberg, Oc- 
cidental Life, San Francisco; Brice E. 
Fulghum, Pacific Mutual San Fran- 
cisco; Howard A. Malin, Fidelity Mu- 
tual Life, Oakland; Robert C. Maltby, 
New York Life, Oakland, and Roger 
H. Wood, New York Life, San Fran- 
cisco. Speakers are assigned so that 
at no time are they all on the same 
trip. In the past the entire group 
traveled the whole itinerary. The 
speakers who will be present for the 
San Francisco meetings of the caravan 
on March 21 are Mr. Maltby and Mr. 
Hanley. In addition to San Francisco, 
other cities being visited include Oak- 
land, Stockton, Sacramento, Chico, 
San Jose, Santa Rosa, Fresno, Visalia, 
Modesto, Monterey, and several other 
towns on the San Francisco peninsula. 


Group Life Sales Total 
$12 Billion in 1956 


Group life sales in the U. S. in 1956 
were $12,479,000,000, up $3,146,000,000 
according to Institute of Life Insur- 
ance. This does not include $5 billion 
added to existing groups, which 
brought the amount in force to $119 
billion, up $18 billion. Death benefits 
amounted to $625 million, up $75 mil- 
lion. 

Group contracts totaling 100,000 and 
covering 36 million individual certi- 
ficates were in force. 

Figures do not include group credit 
life or group life on federal employes. 


Ind. Prepares for Ist 
Life Insurance Week 


The first state-wide observance 
Life Insurance Week in Indiana yj 
be held March 31-April 6 with loca 
associations throughout Indiana pj. 
ticipating. A number of varied actiyj. 
ties and projects will be carried oy 
during the week with newspaper, mr. 
dio and television publicity geared 4 
a maximum public relations benefit 
Activities planned for schools and ¢q. 
leges will widen the age bracket ¢ 
the life insurance week “audience” 
thus enabling agents to present the 
story of life insurance and its benefit 
not only to the buying public but aly 
to prospective buyers. 

Gov. Handley has issued a spegjj 
proclamation heralding the week an 
the results of an interview with 
newly-appointed Commissioner Palm. 
er will appear in newspapers through. 
out the state. 

Ralph A. Stewart, Muncie, genera] 
agent for Ohio State Life, is state 
chairman of Insurance Week. He said 
“The Life Underwriters Assn. is mak. 
ing this effort to bring to each loca] 
community in an understandable way 
the real story of the great significance 
that life insurance industry has in or 
way of life today and the important 
role it plays in the preservation of the 
free enterprise system.” 


N. C. Would Permit A&S Insurers 
to File Blanket Bonds for Agents 


Among measures backed by the 
North Carolina department and as- 
signed to insurance committees is one 
to permit companies writing A&gS to 
file ablanket bond for their agents 
instead of individual bonds for each. 
A 1955 act requires a $500 bond for 
each agent a sa guarantee against mis- 
representation of a policy. 








Figures from Life Companies’ Year-End 





























Increase Surplus to New Ins. in 
Total in Policy- Bus. Force Dec. 
Assets Assets holders 1956 31, 1956 
$ $ $ $ 

Alliance Nationale _................. 24,100,442 2,682,582 7,120,399 29,247,277 186,702,688 
American Hospital & Life 8,266,303 834,958 2,033,946 28,892,641 114,205,225 
American Life  .........cccssssssesssees 20,524,659 8,401,510 2,131,378 154,085,572 185,385,806 
Atlas Life 23,251,592 1,845,684 1,496,979 17,899,695 271,519,719 
Bankers Nat. Life, N. J. .......... 62,487.098 5,460,293 5,605,667 109,128,266 397,663,298 
Beneficial Life ............. 78,829,083 5,887,595 8,185,978 49,006,208 366,708,163 
Boston Mut. Life ..... 57,008,924 2,998,807 4,190,681 118,616,773 334,297,517 
Cal.-Western States* . 183,762,204 11,326,736 23,714,499 167,351,183 1,462,062,807 
Cavalier Life group .......... 5,838,046 1,357,374 3,972,913 382,057,864 274,792,429 
Central National Life, Neb. 4,577,399 905,012 1,057,296 57,929,192 162,741,436 
CONCEAL TADS s.cisversvercserssiessceeses 72,569,525 5,168,192 4,436,104 62,431,109 426,719,702 
Columbian National Life . 118,793,039 2,929,670 15,099,362 38,904,344 532,053,283 
Companion Life ................. 5,009,257 849,775 1,490,778 34,265,1601 140,576,971 
Connecticut Mutual Life . 1,261,397,942 72,744,686 93,951,688 430,110,522 3,397,600,780 
Country Life .............. 132,348,888 13,954,411 13,214,677 81,856,162 721,069,976 
Crown Life .... 232,337,881 12,489,310 16,708,329 283,623,748 1,638,301,958 
Empire Life .............. 29,267,922 2,183,229 32,079,205 185,807,869 
Federal Life & Cas. 10,974,319 1,608,829 2,149,683 81,975,529 274,433,176 
Fidelity Mutual Life .... 321,871,188 13,059,157 14,492,490 115,947,183 1,004,797,964 
General American Life 233,869,705 9,654, 931 10,550,191" 313,876,597 2,276,943,147 
Life of Virginia ............ . 400,116,322 26,042,485 38,476,199 192,029,175 2,090,371,893 
Lincoln National Life .. . 1,204,602,448 76,189,966 125,237,823 1,243,984,229 8,025,510,652 
Manufacturers Life _...... 717,410,936 64,630,844  50,784,016¢ 396,338,723¢2  2,422,973,9054 
Minnesota Mutual Life 216,544,253 15,729,371 13,235,764 269,392,997° 1,655,576,024 
Modern Woodmen ....... 199,562,937 4,634,092 24,837,697 66,891,683 592,329,214 
Monarch Life Assur 57,740,876 3,735,570 6,154,893 53,571,750 314,431,228 
Montreal Life ....... : 33,044,013 2,627,465 3,043,419 33,750,935 179,461,321 
Mutual Benefit Li . 1,680,335,444 52,411,960 65,185,328 391,707,456 3,943,021,276 
Mutual Life of New Y .. 2,520,909,307 45,427,388 217,969,177 655,661,364 5,743,411,238 
National Guardian Life .......... 46,940,478 3,679,017 3,630, 895 27,773, 274 203,317,738 
National Life & Accident ...... 637,501,940 57,358,151 80,682,618 965,093,765 4,604, 113,837 
National Old Line... 21,449,564 4,522,660 2,913,619 82,173,511 283,348,237 
National Life, Canada . 36,808,421 3,264,359 2,173,431 48, 948, 102 235,434,311 
Nationwide Life ........... 96,107,475 14,216,260 9, 1544, 130 267,145,530 1,007,247 ,685 
North American Re 50,176,544 ,631,324 10,911,369 213,001,477 823,825,217¢ 
Northwestern Life _.... 5,895,322 552,139 685,788 10,094,613 62,149,789 
Occidental Life, N.C. ...scccss 33,077,595 2,668,411 3.715,012 42,084,502 165,532,845 
Presbyterian Minister’s Fund 66,678,616 2,776,052 6,348,612 16,551,085» 165,532,845 
Quaker City Life ...........csscee 15,567,888 2,855,952 3,364,191 158,139,851 217,921,510 
Rio Grande National Life ...... 14,829,261 1,774,110 1,058,705 71,266,762 163,653,604 
Shenandoah Life ..... 47,065,055 3,337,623 3,778, 36,229,236 514,465,810 
State Farm Life® ..... 123,908,850 17,455,049 16,380,110 212,817,162 1,089,435,239 
Sun Life of America .. 89,081,264 6,579,538 7,341,724 89,266,056 468,291,040 
Teachers Ins. & Annuity Assn. 493, 986, 334 35,376,007 16,594,099 53,871,280 264,466, eo 
Travelers 2,823,734,516 124,540,259 331 "941,785 1,710,032,183 18,717,700,2 
United Ins. Co. of America .. 66,284,768 8,250,175 10,061,464 "244° 789,788 517,513, 337 
MDa. Wea MUI eohsaseacecessqedservonsnoeniatbah be 86,860,793 9,103,796 9,393,669 164,631,986 993,145,301 
Woodmen of the World .......... 207,005,787 5,125,795 36,732,000 70,186,490 596,280,361 


The new business figures exclude revivials and increases except as follows: 
« Does not include special group mass hazard, mortality fluctuation and future asset loss reserves of $15,336, 136, which many companies carry 


as surplus items. 


» Experience rating refunds of $3,659,453 were deducted from “premium income” and not included in “total paid to policyholders 


© Includes also balance of shareholders fund amounting to $2,000,666. 
" Includes amount of temporary additions to sums insured not included in previous years. 
* Group policies in connection with company’s 1947 retirement plans. 


f Reinsurance only. 
* Amended statements. 


1$23,689,949 *$231,618,728; 


Statements Shown 


Increase Prem. Benefits Total 
in Ins. Income Paid Disburs. 
in Force 1956 1956 1956 
$ $ $ $ 
27,343,555 3,284,350 1,481,121 2,978,473 
6,114,346 6,512,566 3,608,619 6,177,183 
41,223,369 5,480,935 2,521,155 6,066,492 
34,093,101 5,366,309 3,058,753 4,359,587 
80,966,786 10,019,015 4,436,512 8,019,712 
22,723,529 10,068,394 4,566,020 6,458,321 
89,929,765 9,818,877 4,340,451 15,438,678 
134,625,110 41,767,271 26,586,030 47,251,263 
—167,635,578 2,602,307 1,851,587 1,902,110 
24,008,924 2,723,566 771,718 2,287,617 
32,940.529 12,225,958 4,479,546 9,873, 
8,819,056 12,830,509 8,849,559 13,848,664 
27,519,959 2,352,531 1,015,229 1,635, 
274,255,095 114,211,187 71,352,939 119,245,240 
42,020,313 17,006,142 5,673,916 9,299, 
193,449,530 41,755,512 20,080,515 50,986,667 
21,605,134 4,389,333 1,678,204 
100,333,848 8,458,664 3,596,327 7,938,225 
74,856,148 28,540,784 18,606,383 31,484,065 
219,522,133 50,680,375 40,624,218» 51,309,849» 
136,074,840 58,708,701 25,196,021 45,197,850 
593,457,646 167,667,592 102,949,674 149,782,261 
250,340,3754 92,623,882 42,985,949 72,617,561 
161,756,482  30,681.210 16,523,185 26,771,647 
14,788,913 14,981,320 18,301,257 23,882,162 
31,373,652 6,270,809 2,994,463 5,267,898 
17,392,882 3,898,364 1,721,045 5,227,410 
209,539,802 138,317,336¢ 104,119,267 170,507,265 
383,987,983 172,348,330 154,346,556 230,570,139 
16,449,298 5,485,021 2,120,081 51,187,570 
347,171,294 127,857,603 38,241,213 91,115,657 
63,034,918 6,890,366 612,874 2,922, 
33,921,829 5,186,446 2,135,973 4,461,143 
156,262,318 20,927,563 6,167,755 12,083,058 
92,470,434 10,009,641 4,756,184 7,952,703 
10,375,453 2,009,854 660,427 1,583,442 
12,679,900 4,581,370 3,691,978 5,311,476 
12,679,900 4,581,370 3,691,978 5,311,476 
27,496,753 10,066,674 1,418,825 9,477,168 
17,707,278 6,767,787 2,109,793 5,773,301 
23,969,091 10,649,555 7,646,377 10,288,313 
129,429,479 26,884,561 6,260,813 16,005, 
39,459,146 13,083,488 3,598,055 9,460,2 
39,717,593 35,370,668 17,715,573 21,372,038 
1,714,781,152 237,152,269 180,349,848  249,722,07 
37,021,201 58,153,938 17,239,814 52,237, HH 
166,750,833 27,134,718 16,542,174 24,678, “ 
8,019,618 16,151,773 15,586,288 21,941, 
°$4,988,136; 4$60,972,651; $6,190,150; $8,923. 
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PERFECT PROSPECT 


for 4STNA LIFEH’S 


BUSINESS INSURANCE 


PLAN 


He's Roger Clark... age 40... . devoted family man... 
senior partner in the successful firm of Clark & Miller . . . 
prospects for future appear exceptionally bright... BUT... 
Death to either member of the partnership could mean 
financial chaos for the business . . . and for his family. 

Like most men, he has not yet made plans for the future of 
his business when death strikes — and death, by law, 
dissolves the partnership. Mr. Clark is a perfect prospect 
for Atna Life's Business Insurance Plan. 

You, Mr. General Insurance Man, undoubtedly know many 
men like Mr. Clark. Why not check your files . . . and call 
your nearest Aetna Life General Agency. They stand 
ready and able — with their broad experience and skill — 
to demonstrate the value of A€tna Life's Business Insurance 
Plan. Your clients will benefit from it — and appreciate 

the EXTRA SERVICE. More often than not, it will 

develop substantial commissions for you. 


AETNA LIFE 


INSURANCE COMPANY 


Affiliates: Atna Casualty and Surety Company 
Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 


SERVICE TO GENERAL INSURANCE MEN 


“‘Compass"’ is a monthly Atna Life service 
publication written especially for general in- 
surance men and brokers. It points out unusual 
opportunities for building commissions and for 
cementing client relationships. To receive your 
copy regularly write: ‘‘Compass,’’ Attna Life 
I ec y, Hartford 15, Conn. 
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Assets PER CENT 
U. S. Government Securities . . 7.12 
State, County and oman Bonds 10.73 
Railroads. . Sika reece 1.13 
Public Utilities . eee . . 16.20 
Industrial and Miscellaneous sn 94533 
Stocks. . ae. a Sas 
Mortgages (First Liens) . 46.09 
Real Estate: 
Offices (including nee co az 
Investment : : 1.65 
Pe ee wk ck ke we oe CS 
Sash... ... sae 1735 


Interest and Rents Due and Accrued 51 
Premiums inCourse of Collection( Net) 2.01 
Miscellaneous Assets. . . . . .02 


Souther Shyline...1957 


FINANCIAL STATEMENT AS OF DEC. 31, 


1956 


AMOUNT 


$ 9,984,368.29 


15,049,323,54 
1,588,694.90 
22,722,159.33 
6,069,756.73 
4,957,556.74 
64,645,051.07 


4,990,063.55 
2,316,512.89 
1,913,062.25 
2,457,782.26 
714,781.81 
2,815,726.35 
26,235.08 





Total Assets 


. 100.00 $140,251,074.79 








Liabilities and Surplus 


Policy Reserves 

Ciaims in Process of Settlement . 
Reserve for Unreported Claims . 
Premiums and Interest Paid in Advance 


$109,320,190.43 


472,114.80 
353,604.15 
985,498.74 


Estimated Amount Due and Accrued for Taxes 1,317,631.68 


Reserve for Pensions : 
Amounts held as Agent or Trustee , 
Security Valuation Reserve 

All other Liabilities . 


Total Liabilities aie Capital 


Capital and Surplus Funds for further 
protection of nn 
Capital : 

Unassigned Surplus Funds . 


Capital and Surplus 
Total 


8,414,730.00 
938,862.49 
1,010,463.25 
712,374.66 





$123,525,470.20 





$ 7,000,000.00 


9,725,604.59 





$ 16,725,604.59 





$140,251,074.79 























Throughout the South, growth is the keynote. 
Indicative of this continuing progress are the 
rising skylines of bustling cities—centers of 
service to the prospering agriculture and 
industry of a South on the move. To keep 
pace with the life insurance needs of this 
rapidly growing area, Life of Georgia is 
constantly expanding the scope of its insur- 
ance plans and of its service to policyholders. 


HIGHLIGHTS 
From Annual Statement as of 
December 31, 1956 


LIFE INSURANCE IN FORCE . $1,353,950,781 
Gain of $111,430,826 in one year 


ASSETS. . $ 140,251,075 
Increase of $15, 101, 172 over 1955 


PAID POLICYHOLDERS AND 
BENEFICIARIES .... . $ 14,211,624 


LIABILITIES . $ 123,525,470 


Liabilities include policy reserves 


SURPLUS FUNDS AND 
CAPITAL «6 « «wn » « 


16,725,605 


















INSURES THE SOUTH + SINCE 1891 Kd 
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